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The arts and crafts department does the third highest volume in Brain's Store, Omaha. Shown here is 
the main section of the department, staffed in this photo by two high school girls. Brain’s Store, which 


is open until 9 p.m. five nights a week, employs 10 such part time persons. (See story on page 20) 
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NOW AVAILABLE 
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Hand Model ; 
Adder . 
Lists 6 Totals 7 
Model 67X 
$99 
Walional” 
Hand Model 
Adder-Subtracter 
Lists 8 Totals 8 economy 
Model 9X 
$138 
model 
adding machines! 
Earn Extra Profits 
Electric with a dealership for these three 
Adder-Subtracter National Economy Models! 
Lists 8 Totals 8 
Model SEX Same National quality construction 
$198.50 at a new low price! FULL ONE 


YEAR GUARANTEE! (List prices 
shown.) 


“TRADE MARK REG. U.S. PAT. OFF. 


For more information please contact our 


* 
Dayton Adding Machine Division office Yationiu 


ADDING MACHINES + CASH REGISTERS 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, onio semens Gene 


wer paPER (No Carson Required) 
1039 OFFICES IN 121 COUNTRIES * 76 YEARS OF HELPING BUSINESS SAVE MONEY 
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GIBSON and IBM JOIN TO PROVIDE 
ORDERING 


ELECTRONIC BRAIN RE 


all ‘ 
$ f a> ‘ 
4 a , g , be | 
see 
% nw 2d 


Now! GET 
THE BEST 


SELLING CARDS 
EVERYTIME! 








GUARANTEED PROFITS with 
FAST SELLING CARDS CHOSEN BY 
ELECTRONICS ... NOT BY MAN! 





TO MAKE MORE MONEY 


You need a publisher who will provide you 

with cards that are proven sellers in the price 
and purpose you are seeking. This replacement 
choice should not be governed by publisher’s 
over runs, overstocks caused by slow sales, 

or excessive leftover inventories 

in any Classification. 

Human control permits selection of this type, 
inadvertently. The results: reduced 

turnover, declining profits. 


GIBSON REORDERING is AUTOMATIC 


When you submit your | B M reorder card 

for any individual price and purpose, the 
Ramac unit instantly goes to work checking 
for the card you request. If our stocks are 
depleted, the machine, without human 
guidance, selects the replacement only from 
the cards whose record of sales proves them to 
be outstanding sellers: This is completely 
automatic. Human factors can not 

change the selection. 


FAST TURNOVER ASSURED 
You get only the best moving cards when 
you choose Gibson control with Electronic 


reordering ... first in the entire 
greeting card industry. 


GIRSO Art Company, 
CINCINNATI 37, OHIO 
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Dees Fer eS es 
Sayre Each time you reorder 
a just return this card 
’ ‘ No writing, no fuss 
brain selects the best 
selling card for that 











Dept. MS-4 


NAME 
STORE NAME 
ADDRESS 


CITY 








Everyday selection by electronics 


MAIL COUPON TODAY 


FRED WAGNER, Vice President 
The Gibson Art Company 
Cincinnati 37, Ohio 


WITHOUT OBLIGATION TELL ME HOW TO INCREASE TURNOVER AND PROFITS 


NEW! SPECIAL OCCASION GIFT WRAPS 


35¢% 


from only retail 


y REYNOLDS ALUMINUM 





1. Wedding Couple 4. Rag Dolls 7. Rose in Hand 10. Mothers Carnations 13. Just Hatched 
2. Coins of the Realm 5. Star Crosses 8. Candlelight 11. Romance 14. Candy Cart 
3. Shower Bouquet 6. Wedding Bells 9. Chessmen 12. Dominoes 
Order from this ad! Open stock rolls, one dozen per design, $2.10 doz. Retail value $4.20 doz. 
Minimum order $25.00. ($50.00 for prepaid shipment.) Or write for details. 
REYNOLDS METALS COMPANY, DECORATIVE FOIL DIVISION, 101 South Robertson Boulevard, Los Angeles 48, California 


REYNOLDS METALS COMPANY, THE WORLD’S LARGEST PRODUCERS OF ALUMINUM FOIL, MANUFACTURERS OF REYNOLDS WRAP. 
See these Reynolds shows on ABC-TV Network: ‘“‘BOURBON STREET BEAT’’ and James Michener’s “ADVENTURES IN PARADISE," Monday nights. ‘“‘ALL-STAR GOLF,” Saturdays. 
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NMIODERN Pulionur 
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HAROLD O. SHIVELY, Publisher 
CAL MORKEN, Editorial Director 
DAVID MANLEY, Editor Emeritus 
DON FISCHER, Managing Editor 


The product news which we re- 
port monthly is, no doubt, one of 
your main reasons for so faithfully 


turning these pages as each new JOSEPH W. FELL, Associate Editor 
issue comes out. DR. G. B. CROSS, Consulting Editor 
You may be interested in a HARRY RAMALEY, Production Manager 
broad breakdown by product cate- DAVIDSON PUBLISHING COMPANY 
gory of the new products carried 1 East First Street., Duluth 2, Minnesota 


New York 1: Robert Shearman, 250 Fifth Ave., MUrray Hill 3-4723 


in our editorial columns during a Chicago 1: 221 North LaSalle St., CEntral 6-1600 


recent half-year period. It may Los Angeles 34: Dick Meyer, 3137 Kelton Ave., BRadshaw 2-1456 
not accurately reflect vour own San Francisco 5: J. A. Converse, 274 Monadnock Bidg., YUkon 2-3039 
product mix, but in one category 

fi or another you will see that your 


interests are being served. 
Commercial stationery, figura- APRIL, 1960 C 0 NTENTS VOL. 40, NO. 
tively the industry’s lowest com- 
mon denominator, accounted for 
46 percent of the product news. 


Office equipment, both furniture Dear Reader . 


and machines, accounted for an- Capsule Comments .... 
other 38 percent of the product A Letter From Washington 1] 
news. Fifteen percent was devoted a ae = 
to social stationery items, and the In Mv Opin; 19 
remaining 2 percent consisted of ale, )pinion eae sono 
news about products not for re- me Sage O: Sy ’ oath Se 
sale, such as store fixtures. The Suburban Store—A Specialty with Special Needs 

A parallel set of figures on your Serving the Automated Office -. 24 
response to the news through our Enterprising in Name And Deed ...... 26 
Tell Me More service shows rough- Sga> : oe 

‘ : For Your Display Idea File .. 29 
ly the same percentages by prod- ; . ‘ ; 
uct category. Have You Checked Your Credit Rating Lately? 


There is always something ar- Customer Return Policies - 
bitrary about such a content 


cm y News, People and Events .. 
analysis in the assignment of prod- 


. Jiews > News ........... Se at Ne ea as 52, 8: 
ucts to the different categories. In Views of the sanity , 
your own departmental sales fig- Yours for the Asking 
ures, you might group desk acces- Stationers Calendar ... 


sories with furniture and ribbons 
with machines. 

It would be interesting to hear 
from you if your departmental 
figures show a breakdown similar 
to the one we found in our prod- 


uct news reporting. doc’ —— 
us BPA 


Classified Advertisements ........................ ae So 


Readers Service ......... 





tched 
art 


hit ; ou vice president; Anita Reinig, secretary, Gene Kuefner, treasurer. Single copies 30c. 
Witornia 


Subscription rates, $3.00 per year; Canada and foreign, $5.00 per year. 


F,”’ Saturdays. 
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MODERN STATIONER is published monthly by Davidson Publishing Company, Publi- 
cation office, Duluth, Minnesota; Editorial and Executive offices, 1 East First Street, 
Duluth 2, Minnesota; Business offices, 250 Fifth Avenue, New York 1, New York; 
Marshall Reinig, president; Robert Edgell, executive vice president; Harold O. Shively, 





FOR MAXIMUM PROFITS 
FROM MULTIPLE 
SALES...FEATURE THE 


NEW COMPLETE LINE © 
OF BALL POINT PENS! 





kor men 


EVERSHARP NEW 

COMFORT GRIP MASCULINE 
PENS...FOR THE MAN 

WITH SUCCESS ON 

HIS MIND 


Special comfort grip prevents writing 
tension. Deluxe metal trim affords lux- 
ury look. Eye-catching masculine dis- 
play has sure-fire sales appeal. 











kor women 


THE FIRST COMPLETE 
FVERSHARPS HIGH-FASHION FEMININE 


LINE AT SENSIBLE PRICES 
t. IN 
HY | ; ' € | Meg ns 














TEENA GAMIN TIARA 
$1.29 rerait $1.95 retant 2.95 retait 








In style—in quality—these lovely pens 
give the value of other feminine pens 
priced five to ten times higher! 





Each pen packed in transparent “Icicle” 
gift box. Each style has its own glamor- 
ous display, as shown at left. Ideal for 
cosmetic counters and regular locations 


For all members of the family 


“naronrae OG | “uiawrmma- ume 496 


RETAIL OF UTILITY PENS RETAIL 

















New price sensation in the 
Eversharp line. Sleek, trim styl- 
ing with special comfort grip. 
Attractive self-displayer. 


Retractable, refillable. Choice 
of inks, point sizes, many stun- 
ning colors. Special comfort 
grip design. Longer ink col- 
umn. Jumble Pack Display in 
clear acetate cylinder. 





THREE FREE WITH 24 







Retail value $23.76 
Your cost $12.66 
Your profit 46.7% 





O) FOUR FREE WITH 48 
e 


AIL 


Retail value $25.48 
Your cost $14.11 
Your profit 44.6% 





FOR THE BEST WRITING EVER...IT’S EK VE RSHA R P! 


NER, APRIL, 19 +-- for more details circle 130 on last page 7 
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* Everybody wins! Every Cosco dealer salesman who registers for this program Be a winner, 
will receive Top Value stamps for every Cosco Office Chair he sells. Choose gifts for 

. . 4 enroll today 
your whole family from the 88-page full-color catalog featuring top brand name mer- 
chandise. You’ll be surprised how many books you can fill with the sale of only a few 
chairs. Gifts galore when you sell more—Cosco Office Chairs. 


HAMILTON COSCO, INC. « Columbus, Indiana 
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“Retailers can increase their customer's unplanned purchases 
switch sales) by 41 percent over what they would be without sales 
using point-of-purchase materials. Thirty-four percent of supern 
chases today are unplanned plus-sales. Point-of-purchase materials and spe 
price sales account for 73 percent of these unplanned purchases Fron 
ports on market research survey made for Point-of-Purchase Advertising In 
tute. 

* * - 
“Beautiful writing paper is for everyday communication, not just for 
with elegant libraries and for ‘that special big statement.’ ”°—Crane & Co. a1 
nouncement of clever advertising campaign to make letter writing seem less 
noble literary endeavor and more of a spontaneous daily activity. 


* ” aa 

“All product decisions are rooted in the dealer's policy on the markets he 
wishes to serve: Once this policy has been clearly established, the dealer can 
turn his attention to the selection of the product lines and products that will 
meet certain needs of his chosen customers. The factors that bear on indi 
vidual product decisions are customer requirements and preferences, competi- 
tive pressures, profit considerations, the availability of capital and space, and 
the interests and abilities of the sales organization.”-— Michael Sanyour in 
The National Stationer, January, 1960. 


* * * 
“In the past few years, consumers have indicated a preference for solid packs.” 
— John E. Sellman, Rust Craft vice president in charge of marketing, explain 
ing 40 percent increase in solid pack box titles. 
: 


* : * 

“It is no exaggeration to say that the productivity of any organization is lim 
ited by the efficiency of its communications system. Increased proficiency in 
this area is a major factor in simplifying the work of management.”— Dr. 
Ralph G. Nichols, University of Minnesota. 


“While Marty O'Malley likes written endorsements from his customers, he has 
the idea that the spoken word — captured on tape —is more effective because 
of its novelty. He has employed a small portable recorder several times. Cus- 
tomers agree to give talking endorsements as readily, perhaps more so, than they 
do a letter. They like the novelty, too, and they are impressed with Marty’s 
originality.” From B-Line, Burroughs house organ, describing ingenuity of a 
Pittsburgh branch salesman. 

¥% ¥ x 

a business in today’s economy have led to an 
almost unbelievable amount of paperwork and red tape. Many businessmen, 
however, handle this paperwork with the same equipment and procedures used 
25 or 50 years ago.” But there is a 


“The complexities of operating 


“growing awareness on the part of Ameri- 
can businessmen that the Industrial Revolution was meant not only for fac 
tories but for offices as well.”.—Samuel G. Rautbord, president, American 
Photocopy Equipment Co., predicting that photocopy industry sales will ex- 
ceed $370 million by 1965, compared with only $65 million in 1950. 


x ¥ 


“New materials and methods continually present additional advantages for 
the use of plastic products in the office.”-— W. I. Spitler, president of Texstar 
Plastics (formerly Air Accessories, Inc.), in announcing expansion plans. 
¥ * * 

“The growing importance of architects and designers in the office furniture 
industry is one of the major new factors that dealers must take into account. 
Good furniture dealers can and should play a complementary rather than a 
competitive role vis-a-vis designers in furnishing offices. One of our first jobs 
is to help more of our dealers qualify for this logical role.’-— Darwin G. Swink, 
new field sales manager, Corry Jamestown Corp. 
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TLA\IBUG 
SVUOPPERS 


® 
EDS eee RECORD BOOK 
Will Increase Sales and Profits For You 


These Four New Additions to Eaton’s famous 
Nascon “At-A-Glance’® line of record books will 
attract more new customers, and make extra sales to 
satisfied customers who return each year to reorder 
their favorite Nascon record and reminder books. 














Gy WEEK-AT-A-GLANCE PROFESSIONAL APPOINT- 
MENTS — A full week of quarter-hourly appointments can 
be listed on the large 11” x 17” double page spread. Wire-O 
binding keeps pages flat. Covers of hand-turned Spanish grain 
simulated leather in Brown, Maroon or Blue; or smart new 
Nascon 2-color format. $4.75 and $3.50, retail. 
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ew WEEK-AT-A-GLANCE BUSINESS REMINDER — 
Previews the entire work week ... meetings, calls to be made, 
appointments, etc....on a double-page spread. 9” x 7” pages 
are Wire-O bound to lie flat for easy writing. Cushion-edge 
covers in Black, Red, Saddle and Blue with smart color 
accents. $2.50, retail. 


New Color Accents, new title stylings on selee 
established Nascon favorites combine luxurious deg 
top beauty with the proven ability of the popu 
“At-A-Glance” Reminder and Appointment Books§ 
simplify, organize, and expedite busy people’s live 
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Flow SECURITIES AND INCOME RECORD AT- 
GLANCE — For the small or large investor. Details of put 
chase, sale and quarterly income record of each security ¢ 
listed on 834” x 67%” page. Additional pages for summarizin 
capital gains or losses, annual income by quarters, Governme 
Securities. Black, Blue, Red or Saddle covers, color-accentedy 
Wire-O bound, $2.50, retail; Loose-leaf, indexed, $4.50, retail 


telephone and classified directories. Sturdy, alphabetically 
indexed gummed sheets with gold stamped simulated leathe 
tabs can be inserted and permanently affixed in minutes, for 
instant reference to the correct alphabetical section. In 
instruction envelope: $1.50, retail. 


Ready Now! The 1961 Nascon Catalog. 
Send For Your Copy Today! 
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= Nascon giuance: Products 
One 
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con ee 
NASCON PRODUCTS DIVISION, EATON PAPER CORPORATION, PITTSFIELD, MASSACHUSETTS 
Showrooms: NEW YORK, 475 Fifth Avenue 
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a) letter, from Washington...r 


MODERN STATIONER, AND 
OFFICE EQUIPMENT DEALEn 
Jashington, D. C. 

March 15, 1960 


The Supreme Court dealt another blow to Fair Trade in the decision 
in the Parke, Davis & Co. case. The court held that the drug company vio- 
lated the Sherman Antitrust Act in trying to curb price cutting of its 








its 
products in the non-Fair Trade area of Washington, D. C. and nearby Vir- 
ginia. The Supreme Court said that under the old Colgate Doctrine of 1919, 
a company has a right not to sell to price cutters but that the drug firm 
went too far when it sought agreements with wholesalers and retailers to 
hold the price line. 


With a clear-cut victory, as far as areas without a state resale price 
maintenance law are concerned, the Justice Department's Antitrust Division 
is expected to file some test suits in Fair Trade states. Likely to be 
challenged is some large manufacturer who fails to follow the small print 
in either a state law or the McGuire Act, which theoretically props up the 
remaining state laws. Antitrust experts point out that state Fair Trade 
statutes vary widely, with some having the non-signer clause and others re- 
quiring agreement with all retailers. It is difficult for a national manu- 
facturer to be sure he is in compliance with all the laws. 


Another case now pending before the Supreme Court will test the ef- 
fectiveness of the Federal Trade Commission's authority to act against a 
national supplier who reduces his prices in one city but not elsewhere. 

FTC claims this is price discrimination, but the agency lost out in a lower 
court and is now appealing to the Supreme Court. 





Census Bureau breakdowns of the 667,659 portable typewriters sold 
last year show that December was the top month for retail sales with 
95,809 units sold. August with 70,317 sales was second high, probably as 
a result of back-to-school promotions. Sales of portables in 1959 were 
only slightly above the 666,236 sold in 1958 and well under the 686,157 
sold in 1957. 





Sales of standard typewriters totaled 1,247,226 units last year, also 
slightly up over 1958, but well under the 1957 level. Monthly sales 
followed the same pattern as portables, with December the number 1 month 
and August the second best month, 


Rep. John McFall (D., Calif.) has introduced legislation in the House 
to make it unlawful for any retailer to publish any advertisement falsely 
representing the price of any commodity to be the wholesale price. Besides 
protecting local businessmen from unfair competition, Rep. McFall said, 
"This measure is also designed to protect the consumer from being tricked 














into paying inflated prices for catalog and other merchandise under the mis- 
taken impression he is getting a wholesale bargain." 


The Post Office Department figures that there has been a substantial 
shift by advertisers from first-class post cards to third-class circulars 
as a result of the last increase in first-class mail rates. Though mail 
volume generally increased last year, the use of post cards dropped 10.6 
percent. On the other hand, third-class mail volume increased 7.12 percent, 
even though third-class rates also were increased. Parcel post use also 
decreased last year, but this is attributed to a mid-1958 move which 
classed catalogs weighing from 8 to 16 ounces as third-class, rather than 
fourth-class mail. 








Members of the House and Senate Post Office Committees are giving 
little chance to the President's request for still another boost in postal 
rates. The new request would raise rates by some $554 million annually 
with most of it coming from a one-cent rise in first-class mail. In- 
creases are also called for in second- and third-class mail. The chairman 
of the Senate Post Office Committee, Senator Olin Johnston (D., S. C.) 
commented that he didn't think his committee would even get around to 
holding hearings on the proposal. 








The Institute of Certified Public Accountants wants the House Ways 
and Means Committee to write legislation to protect businesses from dis- 
tortion of taxable income caused by an involuntary liquidation of LIFO 
inventory. The Institute told the committee that under present law when a 
company is unable to maintain its LIFO inventory level at its tax year-end 
because of events beyond its control such as fires, floods and strikes, 
inventory costs incurred earlier at lower price levels must be applied to 
current sales prices, resulting in an unnatural increase in income. 








Rumblings from the Senate Finance Committee indicate that there may 
be some action on the dormant House-passed bill to permit self employed 
persons to take a tax deduction for amounts set aside for his retirement. 
At last convinced that sentiment in Congress favors the bill, the Treasury 
Department has been drafting a substitute to hold revenue losses as low as 
possible. One Treasury proposal would limit the tax break to those self 
employed proprietors who set up retirement plans for their employees. 
Another would severely restrict the type of annuities into which tax-free 
money could be placed, 











The strongest proponents of the bill, which easily passed the House 
last year, are the doctors and the lawyers who have strong influence in 
Congress. 


The House Judiciary Committee and the Senate Finance Committees have 
decided to put off until 1961 their comprehensive study of state taxation 
of interstate commerce. They want to wait and see what happens under the 
law enacted last year that bars states from taxing out-of-state firms that 
do no more than solicit sales within the taxing state. 








Despite signs of weakness in the stock market and evidence of over 
capacity in some key industries, business is generally excellent and 
promises to continue so for at least the first half of 1960. Pessimistic 
talk appears to have risen not because business is bad, but because it is 
not as good as many economists expected. When the Commerce Department 
publishes figures for the first quarter of 1960, it is expected that they 
will show the national economy at an all-time high. 
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SYMBOL FOR 





MORE PEN PROFITS! \ 





wat ved! - Here's a display that 


SELLS FASTER — 
AND GIVES YOU A 


50% PROFIT! 


DIVISION ” 


Waterma? 








BIC, 


CLIP OUT—ORDER at ONC 


Waterman-Bic Pen Corp., (oepr.0 ) Seymour, Connectict 


Send me ___ P-1B “deals” at $7.02 each— 
consisting of 30 BIC “Click” pens, plus 6 FREE! 
Ship and bill through (Nome of Wholesaler) 





means business...more business for YOU! 


















































Fire-retardant Personal File 1 

Development of an insulated aluin- 
num liner has made possible a_fire- 
retardant 
be marketed at approximately $6.95 in 
the East. Developed by General Metal- 
craft, Inc. of Philadelphia, the personal 


personal file box that can 


file vault chest has been subjected to 
extensive for fire 
Contents were protected from deteriora- 


testing resistance. 


tion up to a half hour in a 500-degree 
ambient atmosphere. With its insulated 





Alcoa aluminum foil liner, the box pro- 
vides protection for valuable personal papers available previously 
only in a box costing over three times as much, the makers say. 
The walls of the chest consist of the metal exterior, an inner wall 
of Stonco flameproof insulation and the inner liner of aluminum. 
The chest has a dawn grey hammertone finish. Its dimensions 
are 12%” wide, 10” deep and 10” high. 
interior features an adjustable divider with alphabetically in- 
dexed manila folders. 


The rustproof protective 


Bumpers on the bottom prevent scratching, 
and the cover has a continuous steel piano hinge, plus steel lock, 
key and carrying handle. Further information is available from 
General Metalcraft, Inc., 6225 State Road, Philadelphia 35, Pa. 


Student Paper Punch 2 

An all-purpose paper punch of special 
appeal to the student market retails at 
$1 as the Multi-Punch and Gauge. It 
is accurately gauged for 3-hole 3-ring 
binders (sheet size 11” x 8144”— 414” 
centers); 2-hole 2-ring binders (sheet 
size 104%” x 8”—6” centers); or any 
»ther size sheets with any centers se- 
lected. It punches up to 10 sheets at 
a time and is mounted on a colorful, 
self-selling display card. Manufactured 
by the New England Paper Punch Co. 
of Natick, Mass., it supplements their 
Clix line. 





Electric Typewriter 3 

“Addo-x Inc.,” 300 Park Ave., New 
York 22, announces the introduction of 
the all-new Adler Electric Typewriter. 
It is sold through the distributor-dealer 
organization and a franchise is open to 
any office machine dealer who qualifies. 
One feature is an exclusive “key stroke 
control.” All the keys are adjustable, 
using one knob, raising to a_height 
which permits the operator to achieve 
a touch practically equal to that of a manual machine. Then, 
as the days and weeks pass and she becomes more proficient, 
she can gradually reduce the key stroke until she reaches the 
final stage when the keys are set at the shortest stroke and the 
maximum speed is obtained. 





This special feature is especially 
important in reducing errors for those operators who are not 
completely familiar with electric typewriters. Other features are 
13” carriage, automatic adjustable paper injector and ejector, 
automatic shut-off switch, many automatic repeat keys, word 
expander, and a silent non-vibrating motor. At present deliveries 
are being made in Pica, Elite and Esquire type styles. 


14 





Modular Desk Group 4 
Hemisphere Steel Products 
Corp., 263 Kent Ave., Brooklyn 
11, N. Y.. is. introducing the 
“Hemisphere” decorator designed 
modular desk group. With mul- 
tiple arrangements possible, there 
is a wide selection of attractive color combinations and chrom 
fittings. Selling features include Formica “Floating Top” with 
square corners, square drawer fronts and overlay pedestals fo 
streamlined styling, and full suspension file drawer with sides 
built up to receive hanging folders without use of frames, 


Desk Set 5 

; : A new desk set in 11 matching 
telephone colors by Mastercraft Pen 
Co., Monterey, Calif., is weighted 
to double in service as a_ paper 
weight and it has an integral nop- 
marring base plate. The entire unit 
is precision molded in forticel 
Matching ballpoint pen is designed 
for effortless writing ease in a choice of blue, black, green or red 
inks with either fine or medium points. Each set is individually 
It is available with im- 
printed advertising message or with monogram initials at slight 
additional cost. The Monogram Desk Set has a shipping weight 
of 8 ounces per set and carries a retail price of $1.30. 


boxed and unconditionally guaranteed. 


Desk Stapler 

Arrow Fastener Co. describes its new 
Model 210 De Luxe Standard Stapler 
as “the world’s most modern desk stap- 
ler.” A rear-loading staple feed bar 
ocks staples in place on top as well as 
m both sides. The user has a choice 
of three stitches with a three-way move- 





ible anvil that adjusts to temporary, 
permanent or pin stitch. Also, the stapler is quickly detached 
from its base for use as a tacker. Other features include a vis- 
ible refill indicator to show when staples are running low, a 
broad base with acoustical rubber pad for stability and_ noise 
control, an extra large loading capacity of 230 staples, a deep 
41,” throat, and an imprintable plastic name plate for person- 
alizing. Envelope stuffers on the new model are available in 
quantity free to dealers. 


Personal Postage Scale 7 


A personal postal scale called the 
Hanson Jewel is offered by Hanson 
Seale Co. to retail at $2.95. The one- 
pound scale for home or office use has 
‘4 ounce graduations and is individually 
hand tested for accuracy. A large dial 
has bold numbers and a pointer that 
indicates exact postage for first class, 
air mail and third class mail. Foreign 
rates are in an “Official Postal Guide” 
that is available with each scale. The 
high impact plastic finish is available in 








four colors. Scales are packed eight to a shipping case, weighing 


six pounds. 
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Type Clex ner 8 
A new ‘ry type cleaner called Typex 
Sweden is being distributed 


and made i 


in the Un ‘ed States by Lexington Type- 
writer & ‘ivading Co., 42 Lexington Ave., 


New York 1, N.Y., to retail at 98 cents. 
An exchangeable roller, on a handle, is 
covered by a soft chemical coating that 
picks up : d absorbs grime and dirt when 
rolled over the type. There are two models, 
Typex-D for machines with open type- 
bars and Typex-E for machines with en- 


closed type-bars. 


Space-saving Files 9 

The complete enclosure of conventional 
file cabinets and the space-saving of shelf 
files are combined in a new Pro-File by 
Yawman & Erbe Mfg. Co. It requires two 
square feet less floor space than a conven- 
tional drawer file for the same amount of 
material. The steel units use Rock-A-Tilt 
shelves, instead of drawers, and the shelves 
extend only 6% inches when wide open 
with the entire contents exposed and with- 
in easy Finger-tip action then 
closes the shelves, enclosing the filed mat- 
ter and providing a neat flush front for 
the file cabinet. The units may be stacked 
as high as is wished because, even when 


reach. 


open, the center of gravity is always in- 
side the cabinet. The company says the 
new units save 30 percent of filing floor 
space, even more if built into walls or 
partitions. Information on the new pat- 
ented unit is available from Yawman & 
Erbe Mfg. Co., 1034 Jay St., Rochester 3, 
_* 4 


Copying Sheet 10 

Old Town Corp. has introduced Town- 
Fax as a two-way paper that copies with- 
out carbon paper or gives economic copies 
in “Thermo-Fax” machines. The paper 
provides users of Thermo-Fax machines 
with an inexpensive (as little as 2 cents 
per sheet) copy of written, typed, printed 
or drawn originals from one-sided copy, 
as well as paper to be used without car- 
bon insertions in typing, printing or writ- 
ing. The copy is fast and clear with a 
choice of five colors. Available now in 
ream boxes (500 sheets per box): 84” 
x 11”, 844” x 14” and special sizes. As 
a self-copying second sheet with no car- 
bon required, it is possible to make at 
one time more than 10 copies. 


Christmas Card Line 11 

Rust Craft Publishers unfold the larg- 
est Christmas card counter line in its his- 
tory this year. With the addition of many 
new titles, especially in the religious and 
family line, Rust Craft has enlarged the 
number of its titles 15 percent over last 
year. Boxed assortments will have more 
diversification, and box tops will show fac- 
simile reproduction of cards in order to 
show customers the contents with a mini- 
mum of opening. Rust Craft solid packs 
have also been increased to offer 40 per 
cent more box titles. 


(Continued on page 54) 
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PROMOTIONAL 


NON-SUSPENSION 


FILES 
26" DEEP 


4 Roller Bearings to each drawer 
Side Locking Follow Blocks 

Extra Reinforced Roller Track 
Sparkling Aluminum Trim 

16 gauge Girder Channels 
Durable Baked Enamel Finish in 


Green, Gray, Desert Tan, Mist 
Green 


e Extra Welded Corner Bottom 
Plates 


IN LETTER OR LEGAL SIZE WITH 
OR WITHOUT PLUNGER LOCK 





make money 
and keep it 
when you sell 
K«C quality 


K&C quality details cut costly servicing, so you keep high 


initial profits on this fast-moving promotional steel equipment. 


You make more sales — more profit — because K&C special- 


izes in the modern mass production of high-volume items only 


Files, desks, storage cabinets, combination units . . . all are 


choice of colors. 





Make... 





and keep 











PRODUCTS CO., 


precision made of heavy gauge steel, quality-finished in a 


... profits on promotional equipment. 


a Write, wire, phone TODAY for complete catalog and price list 


INC. 


ate ™ 1007 Greene Ave., Brooklyn 21, N. Y. Phone: HYacinth 1-4510 


Over a decade of quality and precision in steel equipment 


- -- for more details circle 181 on last page 
15 
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NEW FROM NORCROSS... 


in a kiss! 





The lips have it . . . and Norcross has the lips! Here’s 
a novel process that makes the lips in an illustration 
appear fascinatingly real. An idea that will appeal to 
people in every age group .. . so cleverly original it’s 


in a smile! 


ow §@ 


in a pout! 





birthdays, convalescence, friendship and anniversaries. 
You’re sure to find them a big seller. Display them 
prominently in your store, where they are most eye- 
catching. Use the display stand shown below and the 


FS THAT MOVE! 











bound to score a hit! 
A “‘Lip’’ Message for every occasion. The Norcross 
“Lip” collection sparkles with witty, colorful cards for 


striking window streamer, too. They’re free! And get 
ready for an improvement in profits! See your Norcross 
representative for full details. 

NEW! Norcross is participating in 
The Bing Crosby-Rosemary Clooney Radio Show, CBS Network, 10:40-11 AM, EST daily! 





| 


Now that ie e 
OpeRATIONS Over 


PHooey / | | 


Pad a Kissy in the Mla / 


~~ 











[ im gonna wear 
my most Tetrible-est | 
por! | 





L 








There's always something New from NORCROSS | 


Norcross, Inc., 244 Madison Avenue, New York 16, N. Y. 


--- for more details circle 155 on last page 17 

























ife Lite 


RECHARGEABLE FLASHLIGHT 


NOW ON TV AND RADIO 
...in key market areas reaching millions 
with the dramatic story that Life Lite® 


Rechargeable Flashlight recharges in 
an ordinary wall socket, in the 


HOME ...AND, for the first time— 
recharges, in the cigarette 
lighter of any AUTO! 









LIFE LITE® SUPER ‘200’ 
with 200 yard beam— 


LIFE LITE® GALAXY 
Pocket and purse size 
in pink and gold or 
grey and gold— 

$ 
Auto Charge Adapter......... 5.95 


(NOT ILLUSTRATED) 
Life Lite Super ‘200’ Motorists’ Pack—Retail $12.95 


Life Lite Galaxy Motorists’ Pack—Retail $8.95 , > 
Life Lite Super ‘200’ with Carrying Case—Retall $12.95 : ae 
FIVE YEAR GUARANTEE Rs 


Tie-in with LIFE LITE® Powerful Consumer Advertising program reaching millions in HOME and AUTO 
For details write GULTON INDUSTRIES, Inc., Metuchen, N. J. (Alkaline Battery Division) Dept. MS-4 

















e+» for more details circle 139 on last page 
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In my 


Election Year Conversation Pieces 


‘ overnment is big business, but 
¥ it takes on more of a grass 
roots complexion during a_presi- 
dential election year than at any 
other time. And the _ politicians 
and other people in government 
are probably more responsive to 
the will of the people now than 
they will be at any time in the 
next four years. 

This is your invitation to sound 
off on a number of issues affect- 
ing your business. 

The sometimes remote business 
of government is touching pretty 
close to home in a significant way 
when a federal agency is giving 
consideration to a 30 percent duty 
on imported typewriters. Many 
of you have already stated your 
opinion on this, I’m sure, to the 
U. S. Tariff Commission. 

Lest you run short of other top- 
ics to discuss when you chance 
upon an office seeker this year, I 
offer here a list of election year 
conversation pieces. If you have 
opinions on any of them, be sure 
to make the opinions known where 
they can do some good. 

Minimum wages. The retail ex- 
emption in the Fair Labor Stand- 
ards Act may be important to 
your operation. At the moment, 
your exemption is hanging by a 
thread and a hike in the federally 
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Opinion 


prescribed minimum wage is al- 
most certain. 

Government competition. This 
takes many forms, usually to the 
harm of private, tax-paying busi- 
nesses. In one area, the competi- 
tion may come from military stores 
which handle hundreds of the same 
items that you do. Elsewhere, the 
competition may take the form of 
school stores which overstep their 
bounds by providing more than 
school needs. In an indirect way, 
it is also government competition 
when tax-exempt consumer co- 
operatives deal in stationers’ prod- 
ucts. 

Taxes. Your profit margin and 
sales volume are affected by war- 
imposed excise taxes on leather 
goods and some machines and 
writing instruments. The very ex- 
istence of your business may be 
affected by estate tax laws which 
can make liquidation a_ necessity 
for survivors upon the death of an 
owner. 

Downtown renewal. Much of 
our market and most of our stores 
are located in downtown areas 
which may be the object of a fed- 
eral or federal-local renewal proj- 
ect. Your support of these proj- 
ects may be needed. 

Sunday openings. Local and 
state governing bodies should hear 


PF Fs 


your opinion on this touchy sub- 
ject. The trend in many areas is 
toward more Sunday shopping and 
this may mean further encroach- 
ment by a variety of other outlets 
on products of the stationery in- 
dustry. 

Social Security. It will not real- 
ly seem like an election year if 
our Congressmen do not vote some 
broadening of present benefits, 
either by adding medical and hos- 
pitalization aid or by liberalizing 
disability standards. A good share 
of the cost of any new benefits 
will, of course, be carried by em- 
ployers like yourself. 

A few other topics that it would 
be proper for a retailer to discuss 
with an office seeker are: foreign 
trade barriers, the regulations gov- 
erning size and weight limits for 
parcel post, views on peacetime 
control of prices or consumer cred- 
it, the role of the federal govern- 
ment in unemployment compen- 
sation programs, fair trade legis- 
lation and the proposal for a man- 
datory functional discount for 
wholesalers. 

Starting with precinct caucuses 
this spring and continuing through 
to the November 8 election next 
fall, let’s take part in the. political 
conversations that will help shape 
our future. 




















































Night views of the two entrances to Brain's Store and a large display 
window which lets the passer-by view the entire inside area. Display 
window is to the left of the arcade entrance. 
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n the usual commercial sense, you could hardly 
call Brain’s Store a stationery store at al!. Yet, 
its largest department, and the departmeit with 
the highest volume, is that which sells social stg. 
tionery lines, including party favors and greeting 
cards. 

Perhaps more important, John B. Brain, Jr, 
the store’s owner, has chosen to orient his busi. 
ness to the special needs and demands of Amer. 
ca’s fastest-growing group: the suburban family, 
It seems most likely that many stationers will 
follow in his steps in the decade that lies ahead, 

Brain’s Store is located in The Center, a multi- 
level shopping center in a_residential-suburbap 
section of southwest Omaha. The Center was 
the first major shopping center in Omaha. It has 
five levels containing a large department store 
and 35 specialty shops. Parking is available on 
the first three levels. 

Brain’s Store is a division of the Omaha School 
Supply Company, which is engaged in the distri- 
bution of school supplies and equipment in Ne- 
braska, western Iowa, Wyoming and _ northeast 
Colorado. It was founded in 1893 by E. B. Brain, 
who died in 1924. John Brain, Sr., joined the 
firm in 1911 and became president in 1924, a po- 
sition he held until his death in 1950. John 
Brain, Jr., became president in 1950. Mrs. John 
Brain, Sr., is a vice president of the firm. 

Mr. Brain, Jr., who has been in the stationery 
field since 1936 and is immediate past-president 
of the NSOEA, owned a downtown store from 
1941 until 1956. He moved to The Center in 


tore - A Specialty 


1955, running two stores for a year. The new 
location did so much better than the other that 
he finally dropped his original store and concen- 
trated all his energies on the store at The Center. 
Mr. Brain believes that “for the retail type 
of business the shopping center location is excel- 
lent.” He cites the following reasons for his choice: 
1) People are able to shop more leisurely than 
at a downtown location. Among other things, 
The Center provides parking space for 1700 cars, 
which means that housewives do not have to 
worry about parking meters and time zones. 
2) Weather has comparatively little effect on 
business. The first two levels of The Center are 
covered, which affords the shopper protection in 
rainy, snowy weather, and on hot sunny days. 
Mr. Brain claims that business seems to be even 
better when the weather is bad, since people can- 
not work outdoors and don’t want to go down- 
town. He admits, however, that the situation 
might not be quite so favorable at a shopping 
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center ‘ here enclosed parking is 
not pro ded. 

3) D- livery is simplified. Since 
people rive to a shopping center, 
they ne: rly always take their pur- 
chases ome in their cars. Mr. 
Brain finds that requests for de- 


liveries are but a mere fraction of 
what they were at his downtown 
locatio1 

Everywhere in evidence around 
Brain’s Store are open display 
eases and islands. “We have gone 


as much to self-service as pos- 
sible,’ Mr. Brain explains. “We 
thought at first we were going 


overboard with open display. Now 
we wish we’d gone further.” 
Once settled in his new location, 
Mr. Brain quickly discovered some 
interesting shifts in his volume 
breakdown. His highest depart- 
ments are: 1) 
2) toys; and 3) 
in that order. 


social stationery; 
arts and crafts, 


Brain’s Store has done a_par- 
ticularly fine job promoting its 
arts and crafts department. For 
the past ten years free hobby 
classes have been held weekly in 
a large dining room at The Center. 
The classes, which have been pro- 
moted throughout the city, are 


The Center, a multi-level shopping center in residential Omaha, is shown at right. 
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On the 


second level of The Center is Brain's Store, a stationery store keyed to suburban needs. It's 
been so successful that John Brain, the owner, has closed his downtown location in order to 


devote his full time to the one store. 


have provided excellent 
publicity for his store, in addition 
to extra revenue. He has _ not, 
however, in the flush of 
overlooked other means of putting 
his store before the of the 
public. Advertising for Brain’s 
Store includes outdoor signboards, 
radio, and 
The latter includes neighborhood 
papers, which Mr. Brain feels, in 
the case of a residential-suburban 
“We can 
reach our own trading area more 
thoroughly with the neighborhood 


classes 


success, 


eves 


television newspapers. 


store, get better results. 


papers,” he states. 


On the subject of open display, 


with Special Needs 


most merchandise that he has even 
replaced the wooden panels in the 
base of his greeting card racks 
with plate glass, utilizing the erst- 
while storage space to display 
gift items of many varieties. 

If Mr. Brain has a minor objec- 
tion to make the type of 


store he is now running, it is the 


about 


somewhat topsy -turvy hours. 
Brain’s store is open five nights a 
week, working and 
husbands can come in to shop. The 
more 
thriving busi- 


when wives 


inconvenience is, however, 
than offset by th 
ness done on these nights. 


Brain’s Store employs about 20 


Brain’s Store in Omaha is one of the finest examples of a 
new type of store that seems destined to multiply in the 
future: the residential-suburban store that caters to the leisure- 
oriented families that comprise its patronage. Here are some 
novel and interesting ways of running this type of business 


taught by three hobby teachers. 
There are usually 25-30 enrollees 
at one time. Customers seem to 
have taken favorably to the idea, 
and of course the result has been 
a substantial boost in sales for 
the arts and crafts department. 
Among the things taught at the 
free classes have been such varied 
things as flower making, package 
Wrapping, mosaic tile, metal tool- 
ing, metalwork, leather tooling and 
crafting, and pottery making. 

Mr. Brain finds that the hobby 


MODERN STATIONER, APRIL, 1960 


running a store that is de- 
signed to encourage self selection, 
Mr. Brain learned something new 
last May, when he decided to re- 
move the separating the 
main part of the store from space 
he had leased in the arcade that 
runs through the shopping center. 
The moment the doors were gone, 
sales took a definite upswing. Ap- 
parently, speculates Mr. Brain, 
people are more inhibited than we 
realize. So that 
open display is the way to sell the 


and 


dc OTS 


convinced is he 


full time employees and 10 part 
time helpers. Many of the latter 


are students who attend school 
during the day. He employs no 


Nor 
handle any commercial stationery 
lines, a decision he made before 
the store was ever opened. 

“So what do you think my first 
customer wanted to buy?” he says. 
“You're right, a ream of mimeo- 
graph bond. He bad 
moment, but needless to say we've 


outside sales help. does he 


gave me a 
had few such requests since.” 
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The Suburban Store 








Large greeting card department is located in 
the center of the arcade, through which 
shoppers must pass to get to other shops 
on the second level. In addition to custom- 
ary greeting card lines, Mr. Brain also finds 
a good market for cards that are unusual and 
distinctive. He handles some handmade cards 
that sell for as much as a dollar. 








One of three 90-ft. aisles 
in the main part of the 
store, which measures 60 
by 90 feet. The store is 
exceptionally well-lighted. 


This area forms the nucleus of the social 
stationery department. At his new shopping 
center location, Mr. Brain finds this depart- 
ment is his largest. 
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The bases of some greeting card displays 
have been adapted for use as gift item 
showcases. They are indirectly lighted, 
and provide maximum exposure to pass- 
ing shoppers, who often pause to ex- 
amine merchandise that might otherwise 
be overlooked. 
“uP 


The year-around toy de- 
partment at Brain’s Store is 
large enough that Mr. Brain 
has found it effective to 
break it up into special 
sections, one of which is 
a children's book depart- 
ment. 


social 


Brain's Store makes no claim 
to being anything other 
than a special type of store 
dealing with suburban cus- 
tomers. A hunting and 
sporting goods department 
even has a machine which 


John B. Brain, Jr., owner of Brain's Store custom fits bowling balls. 


and immediate past-president of the NSOEA, 
has his office on the fifth floor of The Cen- 
ter. Other administrative offices are also lo- 
cated on this floor. 


Separate from the regular greeting card 
section is this small area where custom- 
ers may order their own personalized 
cards. The chairs were added when Mr. 
Brain discovered that women customers 
insisted on sitting down to look over the 
sample folders. 
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i he months ago Farnham’s of 
Minneapolis announced forma- 
tion of a specialized department 
in office procedures, concerned 
with all phases of filing, visible 
equipment and all forms of record 
keeping systems. Two men were 
appointed to coordinate the ac- 
tivities of this specialized depart- 
ment. This “story behind the 
story” was obtained by the editor 
of MODERN STATIONER AND 
OFFICE EQUIPMENT DEAL- 


ER in an interview with Clarence 


Serving 


Benson, Farnham’s executive vice 
president, and Del Deming, sta- 
tionery manager. 

Q: How did the idea for this new 
depatrment originate? 

Mr. Benson: This is a depart- 
ment which we are slowly starting. 
As yet we don’t have too much 
to report on it. It is merely in 
the planning stage at the present 
time. 

We have a large printing divi- 
sion that produces continuous 
forms and similar material for 
mechanized offices. Our first indi- 
cation of the need for a new serv- 
ice from dealers in this area came 
indirectly through the printing di- 
vision. We became aware of many 
opportunities for tie-in sales. 

Mr. Deming: There is also a 
gradual awareness over the years 
that sales aren’t growing as they 
should for some commercial sta- 
tionery products such as loose leaf 
and blank books. Instead, we find 
a big and growing market await- 
ing new products, like nylon post 
binders and peg board systems. 

Q: Just what does the new de- 
partment consist of now? 

Mr. Deming: It consists of two 
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In meeting the challenge of new office procedures, a Minneapolis 


dealer envisions a service by commercial stationery 


departments similar to the design service which is 


now part of many office furniture departments 


the Automated Office 


men, being trained to take a broad 
look at an account’s methods of 
producing, using and storing rec- 
ords. They will be concerned only 
with paperwork simplification in 
most cases, but if records are kept 
on tape or microfilm they will 
also be familiar with this area. 


Farnham's main 
store, one of four in 
the metropoli- 
tan area, occupies a 
half block near the 
edge of the Minne- 
apolis loop. 


We hope our new service will 
be to the commercial stationery 
department what a design service 
has been to the office furniture 
department for many _ dealers. 
That’s perhaps the best way of ex- 
plaining it. It’s a way of better 


determining and filling a custom- 
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supply needs. 


er’s off 
Q: Does the new department 
carry ifs own inventory? 
Mr. Benson: No, it’s not that 
kind o| a department. We carry 
0,000 different items, in- 


about 





cated elsewhere. As I said, we are 
starting slowly and feeling our way. 
We would be very interested in 
learning what other dealers are 
doing. Our approach is still flex- 
ible and one year from now we 


re Lit 
ie 








Clarence Benson and Del Deming of Farnham's, Minneapolis, see a big market for pegboard 
systems, as well as for automation supplies, in the field of paperwork simplification. 


cluding our school supplies. The 
office procedures specialist will 
have access, so to speak, to this 
entire range of products — from 
forms and pencils to files and 
duplicators. 

Q: Do you contemplate any ser- 
vice bureau function’s for the new 
department ? 

Mr. Deming: No, we won’t get 
into processing punched cards or 
anything like that. There are 
enough other people in Minnea- 
polis providing that type of serv- 
ice. 

Q: Do you know of any other 
dealers who are approaching the 
automated office in this manner? 

Mr. Benson: This is pretty much 
our own approach to the problem 
and we doubt if it has been dupli- 
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may have an entirely different 
story to tell. It takes a big mar- 
ket like the Twin Cities of St. Paul 
and Minneapolis and a well- 
stocked and well-staffed store to 
warrant the type of specialized 
service we are discussing. It’s not 
for every dealer, any more than 
the office furniture design service 
is. 

Mr. Deming: “Automation” can 
be a scare word. We want our 
new service to mean more. We are 
concerned with every form of 
simplified record-keeping and ef- 
ficient paperwork. If a_ simple 
pegboard system will solve a cus- 
tomer’s problem, we want to rec- 
ognize the fact and tell him and 
sell him. And if it’s housing for 
tape or microfilm that’s needed, 


we plan to sell that too. 

Q: What's the background of 
the two men who have been as- 
signed to the office procedures de- 
partment? 

Mr. Deming: One has been a 
general line salesman for us and 
the other is a young man out of 
Both have had 
training from one of our suppliers 
at Wabash, Indiana. They are also 
learning a great deal from the liter- 
ature of various manufacturers. 

Q: What would you consider the 
best background for th’s work? 

Mr. Deming: Working with sys- 
tems would be good, because it’s 
much like the paperwork surveys 
we plan to offer. 

Mr. Benson: It’s not a full- 
fledged department that we have 
now, and we should make it clear 
that the two men are not work- 
ing full time yet at this new 
specialty. 

Q: In summary, how is your new 
department related to the trend to- 
ward office automation 

Mr. Deming: We start with a 
mass of records or data. All of our 
customers and prospects have to 
make and keep records — usually 
on paper, sometimes on tape or 
film. Often there’s a way to do it 
better. Our job is to find it. It’s 
the same thing that good com- 
mercial stationers have always 
been doing. Automation has add- 
ed new tools and another facet 
to the job. 


college. special 





Orders from this stock room at Farnham’'s 
have gone all over the world. Adjoining the 
office supply stock is the school equipment 
department, which has grown swiftly with 
the post-war boom in school construction. 
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Enterprisit.g. 


Giving the customer what he wants when he 


wanis it is one virtue that covers a 


multitude of ‘sins’ in the stationery business 
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Five years ago Enterprise Printers & Stationers more than 
doubled its space by moving from the corner store, now 


occupied by a laundry, to the space next door. 


owner says, “it looks like a swap shop.” 


oo \\ ere on the wrong side of 


the street and the parking 
situation is poor. Our place looks 
like a swap shop, with no gleam- 
ing store front and no modernistic 
fixtures. We have no outside sales- 
men and it’s been four years since 
I went out myself to talk to a 
prospective account. We have no 
carefully worked out promotion 
plan and we, most definitely, are 
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Inside, the 


not price cutters.” 

With this off his chest, Ed Re- 
gan, president, goes on to explain 
why business is booming, never- 
theless, for Enterprise Printers & 
Stationers at 7529 Sunset Boule- 
vard, Los Angeles. 

It may sound like he’s doing 
everything wrong, but Mr. Regan 
excels in two areas —stock and 


service. Concentrating on these 


in 
ame 





And 
Deed 


has paid off handsomely in an im- 
pressive list of customers, includ- 
ing big motion picture and tele- 
vision studios and at least one 
large hospital. The bulk of the 
business is done over three tele- 
phones with accounts who call in 
with such frequency that often 
Mr. Regan and his brother, Leon- 
ard, vice president, find it pretty 
tough to keep all phones answered. 
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Ed Regan, shown wrapping 
staticnery, says he marvels 
at the number of customers 
who come in with a list in 
hand, buy about $10 worth 
of merchandise and are out 
of the store in less than 
five minutes. 


Four printing presses work main- 
ly for the convenience of the sta- 
tionery customers, and the plant 
has facilities for binding and cut- 
ting so that work need not be 
sent out when a customer wants 
it “yesterday.” 


Leonard Regan, vice presi- 
dent, takes a phone order. 
The bulk of the business 
comes from telephone cus- 
tomers who seldom put foot 
inside the door. 
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“I’ve seen beautiful stores with 
pretty fixtures and lots of adver- 
tising, but darn little stock,” says 
Mr. Regan. “We believe our com- 
plete stock draws customers. When 
someone asks if we carry an item, 
we don’t like to say, ‘No, but we 












have something else which you can 
use instead. Take an item like 
carbon paper—we keep four kinds 
in stock. I like to give people 
what they want, even though we 
have to buy in smaller quantities 
to get the different kinds.” 


$ 








The store is constantly adding 
new items to its stock and, con- 
trary to the practice of many deal 
ers, Enterprise Printers & Station- 
ers makes no special attempt to 
buy all its merchandise at the best 
possible price. 

“We buy most of it at the best 
price,” says Mr. Regan. “We use 
a tremendous amount of printing 
paper, stencils and ink, for in- 
stance, and these we do buy direct. 

“But when it comes to low turn- 
over items, if you buy cheap, you 
are buying from too many sources 
and you often buy more than you 
need. Also there’s too much nuis- 
ance in the extra paperwork and 
the varying freight rates. We find 
it’s cheaper in the long run to buy 
from wholesale distributors and 
not tie up too much of our money. 
We buy from distributors three or 
four times a day and we don't 
buy large orders.” 

The other, related area in which 
Enterprise tries to excel is service. 
This ties in with some _ strong 
thoughts Mr. Regan has on the 
subject of price. 

“When you are in a service busi- 
ness like this,” he says, “you can't 
compete with 
price. When you cut price, you 
have to cut service. If we 
cut prices, we'd have to make de- 
livery by commercial carrier, which 
would mean a delay of days. Our 
delivery men roll up a lot of miles 
on our two trucks, but an order 
received in here at 10 o'clock is 
often on the customer’s desk by 
11 o'clock. 

“Price is the least important 
factor in holding a customer. We 
haven’t one cut rate item here. 
Many items which we carry just 
for the convenience of customers 
are overmarked. People who want 
slow moving oddball items are glad 
to pay more to have the merchan- 
dise available.” 

Mr. Regan recalls the time a call 
came in for 50 zipper brief cases 


someone else on 


gave 


needed by 2 o’clock in the after- 
noon. He put in three or four 
phone calls of his own. To obtain 
the 50 cases meant taking all that 
a manufacturer and two distribu- 
tors had on hand. He put a “hold” 


on them and called the customer 
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back to confirm the order. 

“This was only 10 minules after 
he had called me,” Mr. Regan 
tells it. “The customer asked how 
much the cases would cost. I said 
‘I don’t know how much they will 
cost me or how much running 
around it will take. If you want 
them on that basis, okay.’ He did, 
and as soon as he hung up I sent 
a truck out. The cases were de- 
livered at 1:30 p.m. They cost the 
customer $460, but the shooting of 
a motion picture would have been 
held up if they hadn’t been there. 
I don’t thing price had anything 
to do with this sale.” 

Enterprise gets several such jobs 
each week —orders which 
other dealer can’t fill until next 
week. “We tell them, ‘We are 
willing to get it for you if you are 
willing to pay for it, and that 
separates the sheep from the 
says Mr. Regan. “You 
really find out how badly the guy 
needs it.” 

He has delivered a printing job 
at 11:30 on Christmas Eve to a 
customer who had to leave town 
and who had given him the order 
that afternoon. They didn’t talk 
price, but you can be sure it was 
Hundreds of similar 
transactions have taken _ place, 
with price not entering the pic- 
ture. 

“We still have every customer 
we ever wanted to keep,” says the 
California dealer, “unless he has 
died or moved out of the area. We 
only do from Western 
Avenue to Culver City. If a cus- 
tomer outside that area approaches 
us, we tell them to get someone 
give them 
the service they want.” 

The company want 
customers who quarrel about price. 

“People walk in here with a $20 
printing job and want us to make 
a bid on it. We won't,” says Mr. 
Regan. “By the time you've fig- 
ured out a job like that, you've 
lost money. You get only 10 per- 


some 


goats,” 


a good one. 


business 


else because we can’t 


does not 


cent of such orders anyway. We 
have 25 printing jobs in the place 
right now and on only two of them 
have we quoted a price. Purchas- 
ing agents sometimes feel it is their 
duty to shop for the lowest price. 











Sometimes we tell them frank) 
if it’s price they want, we'll giyg 
them a list of stationer-printer 
who will work for less than we do” 

In buying printing or typog. 
raphy outside, as he sometimes 
does, Mr. Regan does not discuss 
price. He calls a legitimate out. 
fit, explains his problem and asks 
them to send their bill. He says 
that if you have chiseled with your 
customer, then you have to chisel 
with your suppliers and there js 
ill will all along the line. 

Enterprise Printers & Stationers 
does not stock everyday greeting 
cards, but it keeps a large supply 
of Christmas cards for imprinting, 
Albums are delivered to customers 
as early as July and kept circu. 
lating. Last year this resulted jp 
more than 2,500 orders for im- 
printed cards, with 100 of the or- 
ders exceeding $50. Last minute 
business is good, because orders 
can be taken as late as a week be- 
fore Christmas and the imprinted 
cards can be ready for delivery in 
two hours. 

Mr. Regan has concluded that 
the unglamorous appearance of his 
store is not conducive to browsing 
by customers. Most people who 
come in are buyers, he says, and 
often they have a list in hand. 
“Our average sale size is high be- 
cause people frequently come in 
for $10 worth of merchandise and 
are out of the place in about four 
minutes.” 

Many of Enterprise’s customers 
have come by referral. The 
late Louis B. Mayer sent at least 





a dozen good customers. Gene 
Autry maintains a number of ac- 
counts for his various corpora- 


tions. The company has a special 
“in” as exclusive agent and printer 
of a cost manual for the motion 
picture industry, the “Hollywood 
Film Production Manual.” 

The store is making more money 
every year and the biggest prob- 
lem is keeping up with the orders, 
according to Mr. Regan. Because 
he has nothing else to credit for 
this success, he concludes it must 
stem from the simple sales policy 
of “satisfying the customer right 
now” through complete stock and 
quick service. 
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‘Clip Here 
a 


For Your Display Idea File 


This collection of “Office Characters” appeared as a 
series in MODERN STATIONER nine years ago. Reader 
requests have prompted an encore, for the benefit of 
your advertising, display and promotion people 





‘THE STOCK BOY—Hemp cord provides 
| qa head of hair for this gentleman. His 
; mouth is made of paper clips, staples 
and carbon paper. His paper clip eyes 
lore covered with plaid Scotch tape 
| glasses. His eyeballs are gummed la- 
bels. The ears, too, are paper clips. 





\ series of “office characters,” 
or caricatures if you will, 
made of items peculiar to the sta- 
tionery trade can be used as ef- 
fective traffic stoppers in window 
or in-store displays. 

With these models to work from 
you can produce similar charac- 
ters, simply by cementing paper 
clips, labels, binders, tags and 
other items to black, white or col- 
ored display cards. It should take 
less than a half an hour to create 
each character. Captions describe 
the material used in creating each 
face. 

Dealers who used the series when 
it first appeared in MODERN 
STATIONER nine years ago re- 
ported that countless passersby 
stopped for a closer look at the 
window which contained one of 
these “office characters.” 

The clever caricatures were or- 
iginally designed and photographed 
by Mildred and Lawrence Tilley 
of Providence, R. I. 





ps 


THE CREDIT MANAGER is characterized 
by his typewriter eraser beard. He has 
rubber band hair and red tape tie. Pa- 
per clips and gummed labels give him 
a collar, eyes and ears. His rubber 
finger nose sets off his rubber band 
mustache. 








THE BOOKKEEPER—His date-stamp nose 
and mouth should tell you that he is 
a natural born bookkeeper. Frustrating 
trial balances have thinned his rubber 
band hair. The squinting gummed 
label eyes with the rubber band brows 
come from searching for the lost 9 cents 
in proving the bank statement. The 
sharp chin nestled between scissor-blade 
jowls shows what a stickler he is for 
accuracy. 
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‘THE SALES MANAGER is as sharp as 


his bank-pin pompadour. A small 
tyrant, he snarls at the help out of his 
rubber-band mouth and pops thumb 
tack eyes when the sales chart sags. 
He got a bent binder clip nose when 
he fell down in the three-legged race 
at the office picnic last summer. Pen- 
holder jowls and paperclip ears com- 
plete this fearsome character. 
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Display Idea File 





THE JANITOR, Sidney Sweep, is always 
complaining, as you can guess from his 
wide mouth made of a plastic tape 
holder. His beady eye is a fancy paper 
clip, and his hair is a finely tailored 
kraft tape. The paper-bag sweater fits 
him perfectly. The small paper-clip ear 
hears little that you tell him. 





1 0, 


THE RECEPTIONIST and = switchboard 
operator, Lana Featherhead, wows the 
visiting salesmen with her permanent 
of metal rimmed tags. That delicately 
shaped gummed-label mouth can deliver 
some pretty devastating retorts, com- 
pletely belying the come-hither look of 
the paper-clip eyes. With her staple 
nose, paper-clip ears and good behavior 
stars for ear rings, she’s the smartest 
receptionist in town. 
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THE SECRETARY is Sara Slink. This 
sultry secretary to the boss divides her 
time between Mr. Pennypouncer and 
Bertie, the boss's’ son. She polishes her 
sleek, carbon-paper hair on an apple a 
day, and withers the office wolves with 
her map-pin lashes and her red-tape 
mouth. Miss Slink got the gaudy brass- 
eyelet ear rings for working overtime. 





FILE SUPERVISOR, Curlylocks Prim, has 
spent her life guarding the Penny- 
pouncer files, and she has just the face 
for it, with her paper-clip ringlets, her 
starry eyes, and the sharp, rubber-band 
chin. With staples for eyebrows, eye- 
lets for ear rings, a brass paper-fast- 
ener for a nose, and paper clips for 
lips, she knows the files backwards. 


»>—> 
THE OFFICE MANAGER, Agnes Crackle, 
rules the place with an iron will, as 


you can see by the squared rubber-band 
chin. The precisely coiled kraft tape 
hair, the stubborn glue-pot nose and 
the unrelenting gummed-label eyes with 
fine staple pupils heighten the impres- 
sion that there is no fooling Miss 
Crackle. The pencils, round-head paper 
clips and mouth of ordinary paper clips 
complete this austere character. 


Clip Here 
»~ 





THE BOSS is Erasmus A. Pennypouncer 
Behind the domelike handipen brow is 
more brow. The pen-type cigar points 
ever onward and upward. E. A. is a 
great man for detail too — the greedy 
eyes of metal rimmed tags and the rub- 
ber band ears see and hear everything 
that happens in the office. 


Bi FS 
GC = 
es 


THE ADVERTISING MANAGER, Bertie 
Pennypouncer, is the boss's son. As 
you can see by his metallic make-up he 
favors his mother. Those leering brass 
paper-fastener eyes, tiny brass-eyelet 
nose, arch staple eyebrows show him up 
for the cad he is, always the life of 
the office party. He's forever combing 
his paper-clip hair, and his big appetite 
is fast rounding out his bank-pin cheeks. 
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\\ en the time comes to re- 
quest’ emergency operating 


capital through a short-term loan, 
is ther’ anything you can do to 
improv’ your credit standing? 


Yes, -here is. And the first step 
is to uiderstand how your banker 
goes aout sizing you up as a 
credit risk. Like most office sup- 
ply. dealers, you may know your 
banker personally. He may hold a 
mortgage on your home or have 
lent you money to buy the family 
ear. Even, so, you may not know 
how he judges you financially 
when you need extra cash in your 
husin« Ss. 

Banks are in business to lend 
money, but a business loan is made 
in the belief that it will help the 
borrower increase the earnings of 
his business so the loan can be 
repaid. The banker, therefore, is 
interested in your sales and seeing 
how the credit he extends will 
help to boost them. 

If the loan is sizeable, your 
banker will probably require a 
great deal of information: personal 
references, balance sheets, income 
statements and historical details of 
your business organization. 

This information will be sifted 
and studied to see how you stack 
up against five different tests— 
the so-called Five C’s. First of all, 
your banker will want to know 
about your character and capacity. 
Are you a dependable business- 
man and reputable citizen in the 
community? Two, he will check 
the information supplied by your 
references and your record of re- 
payment on previous loans. And 
you can be sure that your capa- 
city for achievement as a retailer 
will be carefully evaluated. If you 
don’t pass these personal tests, the 
other three C’s make little differ- 
ence. 

Capital comes next. Inexper- 
ienced dealers often expect the 
bank to provide the lion’s share of 
their financial backing. You prob- 
ably will not get very far with 
your own loan application unless 
you are willing to back your own 
confidence with a personal invest- 
ment in reasonable proportion to 
your existing and proposed debt. 

Collateral, bankers say, does not 
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Have You Checked 
Your Credit Rating Lately? 





Call it what you will — tight money or the big squeeze 
on profits — it may help to review what bankers 
like to know about a loan applicant 


make a bad loan good, but it may 
make a good loan better. Banks 
do not like to foreclose; they are 
less interested in the price your 
inventory, real estate or other as- 
sets might bring in a forced sale 


than they are in your normal 
ability to repay. 
Conditions refer to the influ- 


ence of business trends in general 
and the tightness or easiness of 
credit. Of course, your banker will 
know a great deal about the eco- 
nomic climate of your community 
and will be interested in your pros- 
pects in relation to it. 

Supplying the basic information 
about your business history should 
not be difficult. In small towns 
bankers sometimes know local busi- 
nessmen so well they can fix their 
credit limits without seeing a loan 
application. But the larger the 
town or bigger the loan, the more 
details you will be expected to 
give, and this is where the banker 
may require complete, accurate 


and dependable financial  state- 
ments. 

On a new loan you may be asked 
for statements covering past years 
as well as the current period. While 
most businessmen can provide a 
balance sheet of some sort they 
are likely to have trouble when 
asked to supply income —or as 
they are sometimes called, profit 
The bal- 
ance sheet tells your banker ap- 
proximately what your business is 
worth, your working capital po- 
sition and so forth. Your income 
statement adds information about 
your sales, margin of profit, earn- 
ings and trend of your financial 
activities. 

It goes without saying that pro- 
viding authoritative financial state- 
ments and answering questions 
about them can prove difficult 
without professional accounting 
advice. Bankers are not impressed 
when businessmen give them in- 


and loss — statements. 


(Continued on page 83) 






31 





























y cently I attended a series of 
meetings at which the plight 
and problems of smaller retail 
businessmen were carefully ex- 
amined. The remarks of one of 
the speakers made a lasting im- 
pression on most of those in at- 
tendance. He opened with the 
statement that most small retailers 
deserve to be small. 

His position was based on the 
premise that one of the major dif- 
ferences is found in the way small 
retailers treat customers—especi- 
ally customers who wish to return 
merchandise and get a_ refund. 
The speaker, a successful smaller 
retailer himself, went on to say 
that success in retailing will not 
come to a small merchant as a 
result of his asking the govern- 
ment for help but rather will come, 
if it comes at all, because he copies 
the policies of the large and suc- 
cessful companies. 

It is quite true that many cus- 
tomers prefer to buy from a large 
retail store or mail-order house be- 
cause of the liberal return policies. 
They can simply send any un- 
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A liberal refund policy pays off in 


the long run by turning critical 


customers inio loyal booster: 


wanted goods back to the store 
and get a refund without any 
questions being asked. Some of 
the largest department stores car- 
ry this policy almost to extremes. 
One store manager expresses their 
attitude by saying, “A pair of 
shoes is never sold until they are 


worn out.” A bit drastic to be 
sure, but it does indicate strong 


belief in the wisdom of this atti- 
tude toward returns. 

Why, then, do we frequently 
find a completely different attitude 
among small retailers? When 
faced with the question of returns, 
the small merchant usually says 
that he cannot afford to be liberal, 
because he would lose money that 
way. 

There is no profit, of course, in 
accepting merchandise back from 
a customer. In fact, there may 
actually be a loss on that particu- 
lar transaction. But that is dif- 
ferent from saying you would lose 
money that way. Returned mer- 
chandise as a percentage of sales 
conforms quite closely to a nor- 
mal or standard figure. 


Customer 
Return Policies 


Sy Gordon B. Cr012, P4.D. 


Consulting Editor 


And the truth of the matter is 
that the small retailer cannot af- 
ford not to be liberal. The usual 
customer who asks for a refund 
does so because he feels he has 
received a bad deal. He ap- 
proaches the store with a chip on 
his shoulder. If you are the store- 
keeper it will pay to see that the 
chip is removed gently, not 
knocked off. Actually this situa- 
tion is a golden opportunity for 
the merchant. By being under- 
standing and helpful, it is easy to 
turn a critic into a booster. Word 
of mouth advertising is a power- 
ful force in small business. If you 
think you cannot afford to give 
refunds, just think how much it 
would cost to buy advertising 
space which would purchase an 
equal amount of customer good 
will. 

Faced with this argument the 
reluctant refunder may say that 
he does not want to become known 
as an easy mark. This is a dan- 
gerous argument in that it fails to 
recognize some important facts. 
The customer who wishes to return 
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merch: ndise for refund is not moti- 
vated by a store’s liberal return 
policy He wants to return it be- 
cause it is not the correct item 
to satisfy his needs. If you do not 
accept returns readily he may not 
bring the goods back to you, but 
it is equally true that he will be 
q dissatisfied customer. When un- 
sympathetic return policies become 
3 well known that customers do 
not even bother to try, you are 
in for some serious trouble. 

The stationer who is afraid of 
being known as an easy mark fre- 
quentiv makes the customer argue 
even though he intends to take the 


think twice all right — before he 
enters the store again. 

Our hero, the return obstruc- 
tionist, will not give up until he 
insists, “But the customer is not 
always right.” Of course, he is not 
always right. The important point 
is that he thinks he is right. You 
may be able to convince him that 
he is wrong, but in so doing, you 
may lose him as a customer for 
the future. 

One of the most successful de- 
partment stores in the country ac- 
cepts merchandise in return even 
when they know it was bought in 
a competitor’s store. They defend 





If he never buys here, then this 
is a good chance for us to make 
a friend.” 

Have you ever tried to figure 
how much it costs to get a new 
customer into your store? You 
will be amazed and perhaps 
shocked to find out just how valu- 
able each one is. If you can give 
it a little thought, you will not 
take the chance of losing one just 
because he wants to return some 
item which may even prove to be 
a complete loss to you. 

The contact you make with a 
customer who is making a return 
is one of the most valuable op- 





merchandise back. He seems to 
feel that by intimidating the cus- 


tomer 


twice before he trys to bring any- 
thing else back. The customer will 
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make him think 


I: placing a price tag on a speci- 
fic item of merchandise, the re- 
tailer should consider several sig- 
nificant variables in addition to 
the price he paid the manlfac- 
turer. This is the advice Dr. 
Gordon B. Cross gives in a recent 
issue of “Journal of Retailing,” 
quarterly publication of New York 
University’s School of Retailing. 

Dr. Cross, dean of the School of 
Business Administration of the 
University of Hartford in Connec- 
ticut and formerly a member of 
the NYU faculty, explores in de- 
tail and illustrates, with sample 
calculations, the “scientific ap- 
proach to retail pricing.” 

In a relatively small store, he 
points out, it is possible for the 
retailer to price his merchandise 
wisely by relying on experience 
and personal judgment. However, 
Dr. Cross adds, today’s mass mar- 
kets require more scientific meth- 
ods. 

The four variables he discusses 
are: 


— Variations in the rate of stock 
turnover. For example, the turn- 
over is far greater in file folders 
and pencils than in desks. 
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their policy in the following way. 
“Tf the customer thinks he made 
the purchase in our store he prob- 
ably does most of his shopping 
here. If so he is a good customer. 


the long run. 








Price Tag Logics 


—Variations in risk. For ex- 
ample, the risk of tying up capital 
in merchandise that may never sell 
is greater in pink portable than in 
a standard brand of typewriter 
paper or transparent tape. Yet 
the risk of pilferage would be 
greater in small, expensive writ- 
ing instruments than in file cab- 
inets. 


—Variations in handling the 
different kinds of expenses. These 
include the expenses of receiving, 
marketing, selling and handling 
over the counter, packing and de- 
livery. 


— Variations in elasticity of de- 
mand. For example, the demand 
for a radically different style in 
women’s dresses, like the chemise, 
illustrates a highly elastic demand, 
subject not only to a store’s own 
advertising, fashion shows, etc., 
but also to the publicity given the 
new style. The demand for stand- 
ard brands of whiskey on the other 
hand, can be more safely pre- 
dicted from a sales curve carefully 
plotted over a number of years. 








portunities you have in all your 
operations. Roll out the red car- 
pet for him. Make him feel com- 
fortable. It will pay dividends in 
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NOMDA Members 3 to 1 
Against New Tariff 
On Typewriter Imports 

Dealer members of the National Office 
Machine Dealers Assn. are roughly three 
to one in opposition to a proposed 30 per- 
cent tariff on imported typewriters. 

An early tabulation of returns in a 
NOMDA poll of members showed 152 
favoring the tariff and 461 opposing the 
tariff. 

Royal McBee and Smith-Corona have 
made application for a 30 percent ad 
valorem duty, with a minimum of $10 per 
unit, on imported typewriters. The U. S. 
Tariff Commission will conduct a hearing 
on the application March 29 and a decision 
is expected within the 
months. 

After full discussion of the proposal at 
the mid-winter meeting of NOMDA’s ex- 
ecutive committee, a resolution was passed 
urging all members to make their opinions 
known to the Tariff Commission. While 
recognizing that NOMDA’s membership 
comprises dealers in both domestic and 
imported typewriters, the resolution also 
stated that NOMDA “is strongly opposed 
to any increase in the pricing of type- 
writers to the dealers and in turn to the 
general purchasing public without bene- 
fit of better profit or product resulting 

Dealers can write to the U. S. Tariff 
Commission, Washington 25, D. C. 


following few 


Esterbrook Pen Company 
Buys Cushman and Denison 

The Esterbrook Pen Co. has agreed to 
purchase the Cushman and Denison Manu- 
facturing Co. of Carlstadt, N. J., and 
Cushman & Denison, Ltd., of Great Brit- 
ain, 

Sydney E. Longmaid, president of Ester- 
brook, said Cushman and Denison will 
operate as a division of Esterbrook under 
the same management and with substan- 
tially the same policies as in the past 
David L. Parke, currently president of 
C & D, will continue to direct the ac- 
tivities of the new division. 

This acquisition, Mr. Longmaid con- 
tinued, is in keeping with the recently 
announced policy of Esterbrook to expand 
its activities in the stationery and school 
supply fields. It joins together two of the 
oldest companies in those fields. C & D 
is in its 77th year as a producer of felt 
tip pens and office specialty items. Ester- 
brook observed its centennial anniversary 
in 1958. 


34 


People and Event 





SOeoeeoesr 





A new major convention and exhibit for the Western States will be inaugu- 
rated in 1961 by the National Stationery and Office Equipment Assn. Known 
as the NSOEA Western Stationery and Office Equipment Convention and Ex- 
hibit, it will be held Feb. 24 through Feb. 26, 1961, Friday through Sunday, at 
the Biltmore Hotel in Los Angeles. NSOEA will sponsor the event with the co- 
operation of the Stationers Association of Southern California and the Stationery 
and Office Equipment Assn. of Northern California. 

General chairman of the convention and show will be Dean L. Despie, vice 
president of E. P. Wilmer, Inc., Los Angeles. Co-chairmen will be Georce Cor- 
NELL, president of Cornell's in Chula Vista, Calif., and Kennetu N. 
owner of Corrick’s in Santa Rosa, Calif. 


Brown, 


* * * 


Epwarp O. KALLMANN, executive vice president of The Stationers and Pub- 
lishers Board of Trade, was one of several thousand citizens invited by President 
Eisenhower to attend the President’s Conference on Occupational Safety in 
Washington, D. C., March 1-3. 


+ * 7. 


In a move that brings together two well, known brand names in the gift 
and stationery field, Ketcham & McDougall, Inc., of Roseland, N. J., manu- 
facturer of Pat Products, has purchased manufacturing equipment and_ sales 
rights for the Park Sherman line of giftware and stationery and desk items. The 
agreement was jointly announced by RicHarp McFavyen, president of Ketcham 
& McDougall, and Witt1AM SHERMAN, vice president of the Springfield, IIl., firm. 

Both brand names will be retained and the two lines will be displayed 
jointly at the New York Stationery Show in May. Aan FreepMan, sales 
manager for Pat Products, said new items in both lines will highlight the display. 
While for the present Park Sherman shipments will be made from Springfield, 
the line will be produced entirely at the Roseland, N. J., plant, where additional 
facilities are planned. 

* . * 

Bryan Dupree, operator of Dupree Office Supply in Hobbs, N. M., recently 
was honored by the Junior Chamber of Commerce, as the community’s Out- 
standing Citizen of the Year. 

* * * 

For better service to dealers in the southeastern part of the country, Quality 
Park Envelope Co., St. Paul, Minn., is opening a southern factory and ware- 
house in Atlanta, Ga. While warehouse facilities and offices have been maintained 
in Chicago, Los Angeles and Dallas, the new operation in Atlanta (at 650 
Murphy Ave. S.W., Building E-12, Atlanta 10) is the first outside the home 
territory with complete manufacturing facilities. JouN CurisTIANsON, vice presi- 
dent and sales manager, listed the states which will be served from Atlanta as 
Mississippi, Alabama, Tennessee, the Carolinas, Georgia and Florida. 


* * * 


A new “Brand Selling Program,” providing a monthly service to retailers, 
was launched recently by the Brand Names Foundation. It will provide to en- 
rolled dealers a monthly packed of promotional ideas, suggestions, actual mate- 
rials, merchandising tips and general news of brand selling. The service is free 
to dealers enrolled through member firms of the Brand Names Foundation, 
comprising nearly 1,000 manufacturers in nearly every consumer goods field. 


* * * 


Those who register in advance for the Region 5 NSOEA meeting at French 
Lick, Ind., April 28-30, can save $1.50 per registration. Checks, refundable for 
those unable to attend, should go to THor Marsa, Registration Chairman, 
22 N. Washington St., Ypsilanti, Mich. 

Also in Region 5, Pat Parrerson reports the Motor City Travelers held an 
excellent sales rally in Detroit Feb. 18, and the Queen City chapter in Cincin- 
nati has scheduled a sales rally for April 7. 


PRESSTIME NEWS ~~~ 
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A single Pro-File* needs two sq. ft. less floor space than 
a conventional file. A bank of 12, for example, saves 
262 sq. ft. of expensive office floor space over conven- 
tional files of the same capacity. Built into walls or parti- 
tions, Pro-Files can save nearly all the floor space usually 
required for files. 

It’s the 612” that does it. Because at 612” a Pro-File 
is wide open. All index tabs and contents instantly ex- 
posed and reachable. Everything easily slipped in or 
out—no long reaching, no folder tugging, no other time- 
consuming thumbing around. There’s even enough room 


*Patented 


cz 


«~~ for more details circle 180 on last page 
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This | 6%"| saves you 30% of 
filing floor space to begin with... 


for more than one girl to work at an open Pro-File at 
the same time. 

Only Pro-File has this money-saving, efficiency-creat- 
ing 612”. Because only Pro-File has a Rock-A-Tilt, 
finger-tip opening action. It makes even ceiling-high 
stacking safe because, open or closed, the center of grav- 
ity is always inside the cabinet. 

Get back your floor space with Pro-Files. See how 
their 612” of extra efficiency will save you even more. 
Let your Y&E representative demonstrate, or write for 
literature that gives full details. 


Wawman ¢« ERBE MFG. GO.,ING.* 1021 JAY ST. * ROCHESTER 3, N. Y. 
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Roneo 750——-the world’s most advanced cuplicaty 


Built for long runs at speeds to 180 copies per my, 


ute. Will produce printing press quality text ay 


halftones. Sell the duplicator that is easy to den, 


onstrate—it's fully automatic and absolutely clean 


Write : “addo-x inc”, 300 Park Ave, New York 22, Ny 
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precision built, of course 
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New-—-Roneo 350—an economy priced, electric du- 


plicator at a cost but little more than a manual ma- 


Will produce printing press quality text and 


chine 


halftones. Sell the machine that’s easy to demon- 


strate——it is fully automatic and absolutely clean. 


Write: “addo-x inc”, 300 Park Ave, New York 22, NY 


~_ Roneo 350 — 


- - - for more details circle 102 on last page 


Roneo 250—the handiest portable duplicator—weighs 


only 29 lb. It's compact, too, only 10 x 12 x13 inches. 


Accommodates a full size stencil. Will produce print- 


ing press quality text and halftones. Sell the ma- 


chine that’s easy to demonstrate 


automatic inking. 


Write : “addo-x inc”, 300 Park Ave, New York 22, NY 


pe Roneo 250 —awg 
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NEWS . . 


sentations and a keynote address by Neill centrate efforts and resources on 

ini Stewart, Jr., NSOEA president, will be de- pansion program under way for 
Samuel Ward Retail voted to both themes and additional local partment store. 
Division is Sold features will supplement the various pro- Mr. Bennett recently received re 

a is Se, 2 grams. ing’s highest award, the Gold Medal 
nounced the sale of eel PR Location of the District 12 meeting has the National Retail Merchants Ass ‘ 
Which has operated as Ward's Se SEI been changed from the Mapes Hotel to the was ‘re-elected an NRMA vice preside 
to a new corporation, Ward’s Stationer’s Holiday Hotel in Reno, Nevada. Dates 
Inc. for this meeting remain May 13 and 14. 

President of the new corporation is Dr The full schedule of 1980 regional mening Future Convention Sites 
Aes el eke tn dates will be found in the Stationer’s Cal- Announced for NOMDA 
the operation of the business is Arnold endar, page 88. In announcing its 
Commarata. It is their plan to retain all The mange seta us to all industry for the next several years, the Nation 
of the present store personnel kethur members. Further information may be Office Machine Dealers Assn. says it 
L. King will continue as store manager obtained from NSOEA, 740 Investment be Chicago in 1963, with headquarters 
Raymond Warner as head of the a Building, Washington 5, D. C the Hotel Sherman. Dates will be Ju 


> engra 
ing department and Stewart Lyons a ZCMI Drops Wholesale 23 to 26. é ; 
manager of the furniture department Stationery Division Phis will be the first ono! secliia 
The Samuel Ward Mfg. Co., will con- Harold H. Bennett, president of Zions 188 Chicago — NOMDA’s esth a 
tinue to operate as a manufacturer of sta- Co-operative Mercantile Institution sand eating in 1950. It 9 8 keeping “a 
tionery and leather specialties, and thei: (ZCMI), Salt Lake City, recently an- a new policy to hold ern gs in the Mid 
wholly owned subsidiary, Adams Cushing nounced that ZCMI was dropping its wen rather than on either coast, follows 
& Foster, Inc., will continue as wholesale wholesale operations this agg , state - Coronado, ¢ alif., @ 
distributors of stationery products The a 1961 meeting at Grossinger’s in N 
. York State. A 1962 convention is schedule 
to a new Utah corporation, Wholesale > . ; . 
NSOEA Meets to Cover : for Minneapolis, Minn. 


Stationers, Inc. Principal stockholders in 

Cost Control, Personnel this purchasing firm are former employees Peet ae ; : 

Cost control and aaa California’s Completely Casual Conven 

ost control and personnel management and customers of the division. ZCMI ae 4 . 3 J 

vill be the i . : ; ; tion.” It will be held July 10-13 at Coro 
will be the two main theme topics of busi- still operates its School and Office Supply woe . : ; 
ne ssi hi , , . ‘ nado, Calif., a five-minute ferry ride fron 
1es8 sessions at this year’s 14 regional meet- Division at 28 E. Ist South in Salt Lake : T iatio anni 
: . ab “apr . ch San Diego. The Association is planni 
ings of the National Stationery and Office City. a six-day trip to the Hawaiian island 
Equipment Assn. as a posi-convention activity for delew 
gates who are interested 


in 
ts 


leh PRE te IE 


convention schedy 


en a aia 


eu than EAS 


wholesale stationery division went 


This year’s meeting is being billed 


Disposition of its wholesale divisions 


Panel disc ussions, workshop type pre is expected to leave ZCMI free to con- 





SCHWAB Zea Look” SAFES 


Complete Line INSULATED EQUIPMENT 


Rugged Quality 
Since 1872 


@ Underwriter's Class A, B, C, 
Labeled Safes 

® Double and Single Doors 

® All with T-20 and Relocking 
Device Labels 


VAULT DOORS 
BURGLAR CHESTS 
INSULATED FILES 


@ Underwriters Class C and D 
Label 


@ One hour fire protection 


* CERTIFIED ° 


Ledger File—Posting Trays ; * Sb iy Sadhdasades they're. 
wer — , ae _ fhe choice of artists everywhere. 
Blue Print and Plan Files - SEEreT “* Malfa. oil Colors sell-fast and . 


Horizontal and Vertical ' ' ry uarantee return customers. To 
®@ Home Chests — Wall Safes . ’ ie “4 


Send for descriptive literature a! » brighten your profit pee oe 


and prices. High Quality Line— 7 pfeek: and sell’ ae ‘<i 4 





Our Products Are redesigned—Modern Styling — i : . _ oil Colors. 
Your SAFE Protection New Office Colors. i = 


+ Aa; 
Overnight Service from Nearby Warehouse . = F. WEB ER co. | 
SAFE Co., Inc. : reteeey Makers of Permalba_ 
Tees) Philadelphia: a8, Penna. 
LAFAYETTE, INDIANA 


7 4 
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SEEING 


BELIEVING 


Come face to face with the facts. Get a true and up-to-the 
minute picture of this fast developing field. 


At the New York Stationery Show you will see more than 

350 displays of... 
SOCIAL STATIONERY GREETING CARDS SCHOOL SUPPLIES GIFT WRAPPINGS PENS 
AND PENCILS CHRISTMAS DECORATIONS TYPEWRITERS PLAYING CARDS DESK 
ACCESSORIES GAMES AND ACCESSORIES PARTY FAVORS CANDLES LEATHER GOODS 
HOUSEHOLD PAPER GOODS SUNDRIES OFFICE SUPPLIES | DRAWING MATERIALS 


COME SEE AND BUY AT THE 


NEW YORK STATIONERY SHOW 


HOTEL NEW YORKER 


Directed by: GEORGE LITTLE MANAGEMENT, INC., 220 Fifth Avenue, New York 1, N. Y. 


SHOW HOURS: Noon-9 P.M. Sunday 
10 A.M.-9 P.M. Monday 
10 A.M.-6 P.M. Tuesday, Wednesday and Thursday 
10 A.M.-Noon Friday 


== + for more details circle 149 on last page 













* Everything you could reason- 
ably expect a business machine 
ribbon to do . . . from general 
typing to data processing! Wheth- 
er used for manual or electric 
typewriters, billing machines, 
tabulators, wire printers or any 
of the newest high speed data 
processing machines, Columbia 
Silk Gauze ribbons deliver the 
results you want. 


Silk Gauze ribbons have proved 
themselves through years of su- 
perior performance. They are 


by 










... THE RIBBON THAT 
DOES EVERYTHING!* 


made of the finest, lint-free silk 
obtainable, inked by an exclusive 
Columbia process. You get the 
sharpest, most uniform write 
you’ve ever seen. Super-strong, 
extra-length Silk Gauze ribbons 
are still on the job long after or- 
dinary ribbons havecalled ita day. 

For a demonstration of Silk 
Gauze ribbons that meet your 
particular requirements, call your 
Columbia supplier or consult the 
Yellow Pages. 


SILK GAUZE RIBBONS 







e ® 


Columbia Ribbon & Carbon Mfg. Co., Inc., Glen Cove, New York 
Columbia Ribbon & Carbon Pacific, Inc., Duarte, California 


~-- for more details circle 122 on last page 
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New Governor Named 
For NSOEA's Region 6 

W. R. (Bill) Guelzow, of Bredesen’, 
Inc., Beloit, Wis., has been appointed goy. 
ernor of District ¢ 
of the National Sta. 
tioner and Of figg 
Equipment 
The 


was 


Assn 

appointment 
announced jg 
February by W. 
Neill Stewart, NS. 
OEA president, 

Mr. Guelzow, who 
was elected lieutep. 
ant governor at the 
last Region 6 meet- 
ing, will complete 
the unexpired term of Willis R. Wolf, who 
resigned his position as general manager 
of the retail of Horder’s Sta- 
tionery Stores in Chicago. 


Guelzow 


division 


The new governor entered the stationery 
and office equipment business as a re 
1953 with E. F. 
president and sales manager of Bredesen’: 
Mr. Guelzow holds the title of secretary- 
treasurer. 


tailer in Schooff, who is 


Earlier, while working as an accounting 
machine sales representative for The Na- 
Cash Register Co., Mr. 


became the first Wisconsin resident 


tional Guelzow 
to re- 
ceive a CPA certificate by fulfilling the 
experience requirements as a systems an- 
alyst. After two years as a retailer, he was 
elected president of the Beloit Retail Coun- 
cil and director of the cily’s Association 
The 
was tripled in three years. In 
Jaycees 


volume 
1956, Wis- 
of five 


the state, in 


of Commerce. store’s sales 
named him 


“outstanding young men” in 


consin one 
recognition of a variety of civic and busi- 
ness accomplishments. 


Ball Pen Maker Enters 
Presidential Primary 

A plan for basic revision of the federal 
government’s revenue system was _ the 
main campaign theme of Paul C. Fisher, 
president of Fisher Pen Co., who ran as 
a Democratic candidate in New Hamp- 
shire’s first-in-the-nation March 8 presi- 
dential primary election. 

His plan involves elimination of income 
taxes for all earning less than $10,000 a 
year and substituting a graduated capital 
levy of from 1 to 5 percent on total as- 
sets exceeding $100,000 for both indi- 
viduals and corporations. 

Before the primary election was held, 
the New Hampshire Sunday News re- 
ported that “unlike most obscure men 
who suddenly announce their candidacy 
for the Presidency, Fisher seems the very 





























































reverse of a ‘crackpot.’ 

“This son of a Methodist 
an engaging, affable young man who got 
through a Kansas college the hard way 
while doing a variety of odd jobs and 
gradually built up corporate interests — 


minister is 


(Continued on page 42) 
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It’s really quite simple. Just send Dealers all over the country seem 
us your next order for a No. 1 Notary to think the following a pretty good 
or Corporation Pocket Seal. We put combination, available only from 


it into work the morning we receive Melind: 
it, ship the finished product to you 
the same night, and you make $3.20 
profit when you deliver it to your 


We won’t sell your customer 


direct, either. YOU are our customer. We hope you'll agree. 


Ask for our FREE 86 page catalog of Seals, Rubber Stamps, Daters, Numbering Machines, Time 
Stamps, Pads and Supplies. Then concentrate your orders with Melind for fast, reliable service. 


Sold only 
through 


dealers 





LOUIS MELIND CO. 


Founded 1893 Telephone GR 7-4200 
3524 NORTH CLARK STREET, CHICAGO 13 


---for more details circle 150 on last page 


1. Same day service 
2. A fair profit 
customer. 3. No direct selling by Melind 








Notary and Corporation 
No. 1 Pocket Seal 


$8 


Dealer Discount 40% 





Use convenient coupon to obtain FREE catalog 























| 
; LOUIS MELIND CO. DATE 
| 3524 NORTH CLARK STREET, CHICAGO 13 
| 
YES, please send us your FREE catalog. 
! 
| NAME OF FIRM 
ATTENTION 
ADDRESS. - 
1 city ZONE____STATE enanai 
| 
1 
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nvolving mostly the manufacture of ball point pens. 
“He said he is running for President because he feels that he 


x” someone who shares his ideas about economics must come to 
the forefront if the United States is to escape eventual ruin from 


within,” . 


MORRISHARP 


Eberhard Faber Awards 
electric Window Contest Prizes 

Winners in the Eberhard Faber “Carnival of Color” window. 
| display contest, which attracted the participation of 401 dealers. 
have been announced by C. Paul Mailloux, vice president and 
sales manager The contest promoted colored pencils and other 
chromatic writing materials. 


inn 








6 TIMES A DAY YOU NEED A 
MORRISHARP 


College Bookstore in Louisiana placed second with this display. 


' ; First prize, a color television set, was won by Douglas H 
me saver...money saver... Morrisharp actually sharpens - ge : Sig Fe are. “gee” 
Time save Aig P y P Russen ,of the Zac Smith Stationery Co., Birmingham, Ala. See- 


pencils five times as fast! Starts automatically, stops cutting ond prize a portable TV set, went to Lindsey G. Durham of the 
when pencil is perfectly sharpened. Has selector for medium, | College Bookstore, Southwestern Louisiana Institute, Lafayette, 
fine, extra fine points. Thousands now in use in business offices, | La. Third prize, a transistor radio, went to Mrs. Charles J. Lafye, 
drafting rooms, bowling alleys, banks, oil refineries, etc. At your of the H. H. West Co., Milwaukee. Wis., and fourth prize, a 


stationer’s in choice of office colors similar radio, to Bob Williams, of Pound Moore, Charlotte, N. C 
aes “ 4 Judging was done on the basis of photographs of the window 


P.S.—Morrisharp makes an excellent gift item, too. displays submitted by contestants. The “Carnival of Color” win- 
dow competition was launched at the annual convention of the 
National Stationery and Office Equipment Assn. last fall. Colored 


posters, placards, balloons, a gaily-striped window valance and dis- 





play aids were provided for participants. Many dealers used other 
jarticles of office supplies and equipment to heighten consumer 
| interest in their windows. 

















ALSO ASK ABOUT THESE FINE BERT M. MORRIS PRODUCTS 


1. MORRIS TRAYS—Letter and legal size./ 2. MORRIS MEMO HOLDERS — 
With or without ball point pen./ 3. MORRIS PHONE REST—In telephone 
colors. Fits all phones./ 4. MORRISTAR BALL PEN DESK SET./ 5. MORRIS 
SAFE-T-SET — Nonspill Pen And Ink Set./ 6. MORRIS FOUNTAIN PEN SET. 





Zac Smith window in Birmingham won first prize. 
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8651 W. Third Street, Los Angeles 48, California 
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FREE 
“IDEA” Acco binders secure records, invoices, catalogs, 


OOK safely—papers can’t slip out. No needless bulk! 

y Unlike ordinary binders, trim, space-saving Acco 
binders slim to their contents—whether 1 sheet or 
1000 sheets. 5 colors. Many sizes — from 36 ¢ up. 


ASK FOR ACCO’s new booklet 
‘Ideas That SaveTime and Space’ 





*. . : 
in 16 vital magazines 
read by your customers 


prize. 
te for distri . —available free at office outfitters. 
tee for distribution GENUINE PRESSBOARD BINDERS 
APRIL, 1960 to your customers Or write: ACCO PRODUCTS, 
7 A Division of Natser Corporation, Ogdensburg, N. Y.- In Canada: Acco Canadian Co., Ltd., Toronto 
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Wood Furniture Sales 
Up 22% During 1959 

Wood office furniture sules during 1959 
climbed to a record high of 83.2 million 
dollars, a 21.8 percent increase over 1958, 
according to figures recently released by 
the Wood Office Furniture Institute. The 
figures show a total rise of 14.9 million 
dollars in 1959 compared to the previous 
year’s sales of 68.3 million dollars. 

The announcement was made concurrent 
with release of preliminary figures from a 
1958 Census of Manufacturers. These 
figures show that wood office furniture lost 
three-quarters of a million dollars in sales 
during the recession year of 1958, while 
metal office furniture’s 1958 value of ship- 
ments dropped ten million dollars. 

Value of shipments, in millions of dollars, 
was as follows for the years of 1957 and 
1958: 


1957 1958 % Loss 
Wood $ 69.1 $ 68.3 —129% 
Metal $283.6 $273.6 —3.5% 
Totals $352.7 $341.9 


A product breakdown of the 1958 totals 
shows that wood accounted for 27.5  per- 
cent and metal for 72.5 percent of $91.5 
million in desk sales. Of $82 million in 
chair sales, wood accounted to 29.2 per- 
cent and metal for 70.8 percent. 
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YOU GET M 
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Cosco Dealer Salesmen 
Get Trading Stamp Bonus 

\ new twist in office chair merchandis- 
Hamilton 
March, April and 


May of this year, the company is award- 


ing has been announced by 


Cosco, Inc. During 


ing trading stamps to every enrolled 


dealer and dealer salesman in an “every- 


body wins” 


incentive program. 





Checking details of the “Cosco Parade of 
Prizes’ program are Frank White, left, sales 
manager, and William K. Clark, advertising 
manager. 

Each chair in the Cosco line has been 
assigned a stamp value ranging from 100 
to 450 stamps. Top Value stamps, with 
redemption stores in almost every stale, 
are used in the program. In areas not 
store, prizes 


serviced by a redemption 


may be ordered from an 88-page catalog. 


“This particular program is belie. ed to 
be the first of its kind in the industry,” 
says Frank H. White, Cosco sales man- 
ager. “Everybody wins and it’s easy for 
both dealer salesman and members of his 
family to understand and appreciate.” 


To be 


Cosco dealers and their salesmen must re- 


eligible for the trading stamps, 


gister on an official entry form. 


Air Accessories Merged 
With Texstar Corporation 

William T. Rhame, president of the 
Texstar Corp., and W. I. Spitler, presi- 
dent of Fort Worth’s Air Accessories, Inc., 
recently announced a merger of the two 
organizations including “Floor Show” of- 
fice accessory production facilities. 

With the agreement, Air 
Inc., will continue operations at the same 


Accessories, 


location in Fort Worth, Texas, under the 
new name of “Texstar Plastics,” a divi- 
the Texstar Corp. The branch 
“Floor Show” factory, operating in Fort 
Wayne, Ind., will continue to be under 
the direction of the Forth Worth based 
division. 


sion of 


Ray Goudeau will continue to head 
sales efforts for the office supply industry 
with products of the “Floor Show” trade 
name. A by-product of the merger is 
expected to be an expanded development 
program exploring the use of additional 


plastic products for the office field. 





WITH 
CHAIR 
RE SALES 





ORE 


SATISFIED CUSTOMERS 


E PROFIT 


covers ... 
you sell Cramer . 


Write for complete details, 


POSTURE CHAIR CO., 


625 Adams Street 


500 SERIES 


A complete series of sixteen chairs designed to fit every worker, 
every type of work. Engineered to last a lifetime without excessive 
maintenance. Finger-tip adjustment. Replaceable seat and back 
choice of colors and fabrics. You sell more , 


E REPEAT SALES 





N 


.. When 


. . because you're “backed by the best”. 


INC. 


. Kansas City 5, Kansas 


--- for more details circle 124 on last page 
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SELECT A PEN 


by PAPERSMATE 


SELECT A PEN 


A PERMANENT BY 
DISPLAY FIXTURE PAPEREMATE 


that 
SAVES SPACE 


Displays the Paper Mate line 





THIS SPACE 


in only 14 inches of counter : RESERVED 

= for $2.49 Capri’s 
OE : = = =eate ; you_now have—— 
ne ll = iA-5t0CK 





STAYS NEW S= zzz 


New display 
ds ftin === 
tet min 


ermanent /. 
hie nu 


like this 


























Always fresh, clean and new 


FITS ANY eRe 


Stands on 
the counter 
or hangs 


on wire, wall “AO is 
P| 
I 


or pegboard | MY E: ig bes o: Bas os pee os ss i 








INCREASES SALES Bee 


Full line exposure 
increases pen sales 27% 


increases refill sales 33% 2:88: 
PAPER&MATE 











ONLY 14 INCHES 


*k- 


Introductory Offer FREE DISPLAY FIXTURE 
YOUR CHOICE OF FREE GOODS #808 SET A EN 


1. 4—98c BALL PENS—Retail Value $3.92 12—1.79 HOUDAY PENS 

2. 1 ea. 1.79 HOLIDAY and 2.49 MARK Ill—Retail Value $4.28 12—.98 BALL PENS 

3. 2 ea. 49c, 69¢ and 79c REFILLS—Retail Value $3.94 6—79 BLUE JUMBO REFILLS 
FREE GOODS RETURN POSTCARD PACKED 6—.69 BLUE PIGGY-BACK REFILLS 


IN EACH SELECT A PEN DISPLAY 6—.49 BLUE STANDARD REFILLS 


SELLING PRICE $60.00 
YOUR COST $36.36 


YOUR PROFIT ‘23.64 
43% PROFIT FOR YOU: PLUS FREE GOODS! 
















FREE GOODS OFFER! 


IN SMALL COMPACT DISPLAY UNIT! 


2 FREE with 


SPINNER DISPLAY #470-51 


contains 


24-49c SKIP-FREE 
(18 Blue, 2 Red, 3 Black, 


PLUS 2-49c Blue REFILLS FREE! 


YOUR COST $7.20 


PLUS 
PAPERE&MATE 49¢ REFILL 


6 
Parer: Marte. 
© TLL 

t 


2 DOZEN! 


STANDARD REFILLS 
1 Green . . . Medium Point) 


YOUR PROFIT $5.54 








FITS 


ANYWHERE 
in your store 


INCREASES 
REFILL 
SALES 

33% 





STOCK THE COMPLETE PAPER&SMATE LINE! 
PRESOLD BY SUSTAINED ADVERTISING 
. MORE THAN ALL OTHER LINES COMBINED 


PAPER&SMATE BALL PENS 


HOLIDAY 


BRAND NEW MODERN DESIGN 
POSITIVELY WON’T SKIP! 


PAPERt*MATE 


DISPLAY #125-20 
(same as #125-06) 


contains 











CAPRI 
MARK III 


BEAUTIFUL NEW STYLING 

POSITIVELY WON’T SKIP! 
DISPLAY #117-20 soneartc 118 

(same as #117-16) 


contains 








NINETY-EIGHT 


NEW VIVID COLORS 
POSITIVELY WON’T SKIP! 


DISPLAY #332-20 
(same as #212) 


contains 


























: A cane MARK Ill’s sapeneareuee” 

COST $12.96 a COST $18.00 COST $7.20 

PROFIT $ 8.52 ‘J 79 | PROFIT $11.88 ‘949 PROFIT $4.56 98: 
Or SO GOLDEN 


Aa d, 






E i 
7 


aT ; 
—— See a, ~ 6 COST $1 0.80 
$995" ~—-PROFIT $6.90 


~s~_LADY CAPRI 


FREE CARRI-CASE AND EXTRA REFILL 
DISPLAY #130-04 contains 
1 DOZ. NEW LADY CAPRI’S 


_ COST $21.60 PROFIT $13.80 


J DISPLAY #130-02 contains 
Ye DOZ. NEW LADY CAPRI’S 


COST $12.60 


NOW BEING ADVERTISED IN 
ESQUIRE * VOGUE 
GLAMOUR AND CHARM * NEW YORKER °¢ LIFE 
SPORTS ILLUSTRATED * PLAYBOY 





CAPRI MARK IV 


FINISHED IN ELECTROPLATED GOLD 


DISPLAY #118-05 contains 
%2 DOZ. GIFT BOXED CAPRI MARK IV’s 


PROFIT $8.40 


GOLDEN CAPRI 





$350 





STANDARD | — 
REFILL 


IN WIDE SELECTION OF 
COLORS AND POINTS 
1 DOZEN PACKS 
#471—474 MEDIUM 
POINT (BLUE—RED— 
BLACK—GREEN) 
#301—304 FINE POINT 


COST $3.60 PROFIT $2. 28 








NOW ALL THREE ARE SKIP; vRes 


PIGGY-BACK — ] 
REFILL (“x 


2 POINTS —2 INK SUPPLIES 







1 DOZEN PACKS 
#441—444 (BLUE— 
RED—BLACK— 
GREEN) 


Cost $5.04 PROFIT $3.24 O9S 









TEXAS SIZE 
REFILL 


WITH JUMBO INK SUPPLY, 


PACK #481 contains 
1 DOZ. 79c 
JUMBO REFILLS— 
MED. POINT BLUE 











DEN CAPRI 
$350 
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Bartol of Hunt Pen 

Heads Pen Maker Group 

George Bartol, III, president of C. 
Howard Hunt Pen Co., Camden, N. J., 
{ president of the Fountain Pen 
Pencil Manufacturers 
Assn. at the groups eighteenth annual 


recently in New York’s Hotel 


was elec 
and Mechanical 


meeting 
Roosev¢ 
Others elected are: 
fred P 


treasure 


vice president, Al- 
Diotte, counsel, Parker Pen Co.; 

Irving T. Willard, president of 
L. D. Van Valkenburg Co.; secretary, W. 
Clarke 5. Mays, Jr., president of Marshall 
& Mei 
mittee, Charles K. Lovejoy, executive vice 
president of Scripto, Ine. 

Mr. Mays and Mr. Willard were re- 
Frank L. King 
remains executive vice president of the 
association, which maintains offices at 
1426 G Street, N. W., Washington, D. C. 


Co.; chairman of executive com- 


elected to their positions. 


Richard Yeo, 73 Years 
A Stationer, Dies at 85 

Richard B. Yeo, president of Yeo & 
Lukens Co., Philadelphia, died Feb. 10 at 
the age of 85. 

He started work in an uncle’s station- 
ery store at the age of 12, later managed 
the firm’s printing department, and had 
served as president since 1941. 


For many years a vice president of the 
Philadelphia Stationers Assn., he was hon- 


ored by that group last fall as special 
guest at the 54th annual banquet. A 
newspaper columnist in the Philadelphia 
Bulletin at the time recalled Mr. Yeo's 
early years in the trade and took note 
of the fact that he 
regular working hours. 


continued to keep 


Manufacturers Announce 
Changes in Personnel 

Kenneth S. Sutherland of Bellevue, 
Wash., past president of the Oregon Trail 
Travelers, has been appointed to the sales 
staff of S. E. & M. Vernon, Inc. 

Lester Brooks has been named _ repre- 
sentative of The Ideal System Co. in 
Pennsylvania, Connecticut, New Jersey, 
Maryland, eastern Virginia and Washing- 
ton, D. C. 

Irval Associates, Division of Gumption 
Products Corp., has appointed George E. 
White Co., 1596 Jackson St., Denver, to 
be distributor in the Rocky Mountain 
area of Irval’s linoleum desk top cleaner. 

Opening of a district sales office in 
Cleveland at 4519 Brookpark Rd. and ap- 
pointment of William J. Smith as man- 
ager have been announced by the Mosler 
Safe Co. 

C. Paul Mailloux has been appointed 
vice president and sales manager of the 
Eberhard Faber Pen and Pencil Co., new 
sales and 


marketing subsidiary of the 





Eberhard Faber Pencil Co. Assistant sec- 
retary of the new corporation is Lester J. 
Stephens, Eberhard Faber’s customer serv- 
ice manager. Other executives of the par- 
ent company have equivalent titles in the 
marketing company. 

Charles F. Corgan has been named ex- 
clusive manufacturer’s agent in the Pacific 
Northwest for General Ribbon Corp. 

Lannie J. Lucier has been assigned to 
handle the new York state dealer sales 
territory for Burroughs Corp. The ter- 
ritory includes dealerships in parts of New 
England. 

Oxford Filing Supply Co. has appointed 
John F. 
York branch of Oxford’s recently expanded 
dealer salesman training school. 

Edward Bachtler, veteran member of 
the New York sales staff of White & Wyc- 
koff Manufacturing Co 
manager of the company’s new showrooms 
in the Gift Building at 225 Fifth Ave., 
New York. 

Darwin G. Swink, formerly Chicago dis- 
trict manager, has been named field sales 
manager for Corry Jamestown Corp., in a 


Gans as supervisor of the New 


, bas been named 


move described as underscoring the com- 
pany’s emphasis on a_ dealer-oriented 
sales effort. 

Cole Steel Equipment Co. has promoted 
George T. Rouse to the position of re- 
gional sales manager of the Middle At- 
lantic states, with headquarters in Phila- 
delphia. 














* 
Chemi-’’SUPER”-Jet Marker 


U.S. PAT. PENDING 


CARTRIDGE REPLACEABLE 


79 ¢ EACH 


Complete with cartridge 
INDIVIDUALLY BOXED 
PACKED: 12 TO DISPLAY BOX 
1-COLOR & ASSORTED 









55%"’ LONG 


Chemi- 
““SUPER’’-Jet 
CARTRIDGE 
REFILL IN 10 


10 BRILLIANT COLORS 


BLACK ® BLUE ® LT. BLUE © PURPLE ® GREEN 
RED ® YELLOW ® ORANGE ® PINK ® BROWN 


OF 
™ WATER-PROOF 
™ SMUDGE-PROOF 
= PERMANENT 
® INSTANT DRY INKS 
™ WRITES ON ANYTHING 


Featuring... 


™ UNBREAKABLE PLASTIC BODY 
™ DESIGNED TO FIT HAND LIKE A PEN 
™ SPECIAL BUILT-IN CAP HOLDER 







NEW! 





Chemi-Jet Marker 


* 


Chemi-Jet “TRIO” Markers 


U.S. PAT. PENDING 


3 POPULAR COLORS 
CAPS INDICATE COLOR 


* BLUE 
* RED 
f * BLACK 


COMPLETE WITH REUSABLE 

PLASTIC HOLSTER CASE 
ONLY $1.25 PER SET 

PACKED: 12 SETS TO DISPLAY BOX 





U.S. PAT. PENDING | 


INV WA (cd ony 39¢ Re 


IMPORTED 

















BRILLIANT COLORS 









ALLY Ch . J t INDIVIDUALLY BOXED 
sz . er emi-Jse PACKED: 12 TO DISPLAY BOX 
* 1-COLOR AND 
aw MARKER sna 
BOX 
1-COLOR & U. S. PATENT PENDING 


35¢ EACH 


Chemi-"’SUPER” -Jet 
FELT TIP NIBS $1.20 
CHISEL POINTED DOZz 
ROUND OR SQUARE 

(J-11) (J-213) 
PACKED: 

12 NIBS TO PACKAG 
12 PACKAGES TO 
DISPLAY BOX 


ASSORTED 
Can‘t Be Beat 


© WALUE - 
PERFORMANCE 


Secret formula ink, Chemically-treated Felt Tip 


“MAKES THE DIFFERENCE” 


3¥,"" LONG 


E Ly 

e ¥ 
Window Display 
is furnished 
on request. 





MANUFACTURERS 
EXCLUSIVE IMPORTS 


TEGRE SALES COMPANY, INC. 





13 WEST 30TH STREET 


NEW YORK 1, N.Y. 
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Roth Sales Increase 
19 Percent in 1959 

Sales of the Roth Office Equipment Co., 
Dayton, Ohio, were up 19 percent for 1959, 
according to Charles W. Roth, president 

Sales of office furniture jumped 30 per- 
cent despite the steel strike, he said. This 
sales increase was attributed to a heavy 
inventory to meet customer needs by the 
company before the strike began, the in- 
troduction of an interior design service 
and a new advertising and promotion pro- 
gram started early last year. 

December, showed an increase of 17 per- 
cent in total sales, to make it the biggest 
month on record. The company is fore- 
casting a 10 percent increase for the com- 
ing year. 


New Firm in Little Rock 

J. P. Kinney, Jr., who has had 18 years 
experience in the office supply field, has 
been named president and manager of a 
new office supply business in Little Rock, 
Ark. 

The new firm, Progressive Stationers, 
Inc., is an affiliate of the Progressive Litho 
and Printing Co. Located in the Terminal 
Warehouse at 500 E. Markham St. in Little 
Rock’s main commercial district, it will 
handle office supplies, office furniture and 
various office equipment 





New President Named 
For Horder’s Stores 

O. Gressens, President of Associated Sta- 
tioners Supply Company, Inc., announced 
that Col. Martin 
Philipsborn, Jr., has 
been elected presi- 
dent of its subsidi- 
ary, Horder’s Sta- 
tionery Stores, Inc., 
Chicago. 

Col. Philipsborn 
has had a rich ex- 
perience in the re- 
ail merchandising 
field. Most recently 
ne served as presi- 

Philipsborn dent of Zion Indus- 
tries. He was educated at Oxford Uni- 
versity and served for seven years in the 
United States Army. 


Anniversary Observed 

National Chair & Furniture Co., found- 
ed in 1910 by Joseph J. Yawitz, is cele- 
brating its golden anniversary this year. 
The St. Louis, Mo., company concentrates 
on sales of furniture for offices, schools, 
churches and factories. While it is most 
active in the Missouri-IIlinois area, it does 
business on a nation-wide scale. Opera- 
tion of the company is under the direc- 
tion of Joseph Jay 
president and secretary. 


Yawitz, Jr.. vice 


Grand & Toy Sales Up 

December, 1959, sales of Grand & Toy. 
Ltd., Toronto, were greatest in th: com. 
pany’s history and exceeded by 1/3 per. 
cent the record sales of December. 1958, 

J. R. Grand, president, reported that 
improvement came chiefly from many. 
facturer and sale of business forms and 
general printing. Commercial office sup- 
ply department and retail stores continued 
strong, but office furniture and equipment 
business was still depressed. The company 
expects a substantial increase in sales in 
1960 “which, together with a necessary 
firming of the pricing structure in the of- 
fice furniture and equipment field, should 
improve the earnings picture in the months 


ahead.” 


Flagstaff Store Purchased 

The sale of Friend’s Office Supply store 
in Flagstaff, Ariz.. to PBSW Office Sup- 
plies & Equipment Co. was announced re- 
cently. The PBSW firm, which operates 
stores in seven other Arizona cities, with 
headquarters in Phoenix, took possession 
as of February and continues to operate in 
the same location at 13 E. Aspen Ave. The 
name of the store remains the same and 
William J. Sands has moved from the 
PBSW Yuma branch to manage the new 
outlet in Flagstaff. Mr. and Mrs. Kenneth 
Friend had operated the business since 
1945. 
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DIRECTORY 
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WOOD OR 
METAL FRAMES 





A. C. DAVENPORT & SON, INC. 


Dept. MS 311 North Desplaines Street . 


PLENTY OF PROFIT IN SELLING 


CEL CHANGEABLE LETTER 
BULLETIN BOARDS 


CORK AND CHALK BOARDS, NAMEPLATES, METAL 
SIGNS, OFFICE ACCESSORIES...With such a complete 
line of Bulletin Boards and Directories, DAV-SON 


gives you the widest possible sales opportunity. No 
matter what your customers need, you can meet 


their requirements with the largest, the finest, the 
best known line of its kind now on the market. 


WRITE today for complete literature and details on 
DAV-SON's profit-maker franchise. No inventory ... no 


stock necessary! 


AMERICA'S MOST COMPLETE LINE. . . DAV-SON 


SINCE 1932 


Chicago 6, Illinois . 


NOTICE 





a 


Telephone: STate 2-6683 
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Don’t miss this opportunity of your lifetime! This complete Dealer 
Line (more than 50 models) of low-priced REGNA cash registers 
and adding machines spells PROFITS, PROFITS and more 
P-R-O-F-I-T-S! 


Stream-lined, jet-age models surpass all expectations of business 
builders with an eye on tomorrow. Your choice of electric, hand, 10 
keys or full keyboard machines. 


Write today for informative literature. 


Move fast : 
= 2 
it’s profitable! wes | 
em ~ It’s low-priced! It’s profitable! 
iat Mail the coupon—Mail it today— 
Mail it NOW! 
JOELI fire-proof P Seesaw uit 
safes of unusually } REGNA CASH REGISTERS, INC. 
unique oe, - 175 Fifth Avenue, New York 10, N. Y. 
covering the globe : 
with tremendous Genfieteen: 
sales success. Several 
sizes and models 
available. 





ee Pty, 





Please rush more information on the 

complete Line of REGNA Cash Registers, 
REGNA Adding Machines, JOELI Fire-proof 
Safes, and outline advantages of becoming an 
independent REGNA-JOELI Dealer. 


(SS TSE Re eae emer : 
In Canada: Regna Cash Registers of Canada, Ltd. ADATORS...-.---neereereeeeoe 
704 Notre Dame St. W., Montreal, Que. Oe recast 
OUTSIDE CONTINENTAL U. S.: Zone.........--- ile 


Jorgen S. Lien, Box 522, Bergen, Norway 


ms Os One On SS De Oe ae OO OS OO ee 


- -~- for more details circle 162 on last page 49 
































ee a 


Office Layout Planning 
Covered in New Book 

A newly published book gives practical 
aid on all aspects of planning, 
and administering office 
ficient and economical operation. Included 
is information on determining the amount 
of space for kinds of 
office work; making the maximum use of 
space; lighting, air conditioning, 
and color. 

While the intended 
ily to improve communications between 
the user of office space and the architect 
who designs that space, the author in his 
preface says that “vendors of materials, 
equipment and services designed for the 


setting up 


space for ef 


required various 
partitions 


volume is primar- 


office will also gain from this book a 
wider understanding of the context in 
which their products and service are 
used.” 

Entitled Office Building and Office 
Layout Planning, the $10 volume has 200 
pages, 744 by 9%, 60 illustrations. The 
author is Kenneth H. Ripnen, who has 
headed his own firm of architects for 


for 
his work in the specialized area of office 
buildings and office layout planning. Dur- 
ing World War II he organized and ad- 
ministered the space control operation and 
related problems involving seven million 


the past 30 years and is well known 








WHEN YOU SELL 


AQUABEE... 


AMERICA’S MOST COMPLETE AINE OF 
QUALITY PAPERS FOR THE DRAFTSMAN 


* GRAPH SHEETS TRACING PAPERS 
* CROSS SECTION PAPERS 


* PLANETABLE PAPERS 


DEALERS! 








SILK SCREEN PARCHMENTS 
LAYOUT PAPERS 
ACETATE SHEETING (CLEAR OR MATTE) 


Send for free samples and Price List! 


bes EE PAPER Co., INC. 


Te? Gilehl- me 33-7 Vl om N, J. 


square feet of space for 125 organizations, 
63,000 people in 60 Wash- 
ington, including the Pentagon building. 

The first half of the book deals with 
the planning of offices and office space 


buildings in 


administration. The remaining part covers 
office building and construction, and the 


decisions that management must make in 
its choice of new office space — whether 
to build or rent, site location, selection 
of an architect, how to modernize an 
existing building, ete The book makes 
clear how the integration of functional, 
physical structural and mechanical ele- 
ments can bring about truly contempo- 


rary and efficient office layouts 


Further information on the book is 
available from the McGraw-Hill Book In- 
formation Service, 327 W. 41st St., New 


York 36, N. Y. 


Koh-I-Noor Sales Up 

Koh-I-Noor Pencil Co. achieved a sales 
increase of during 
announcement by 
William E. Danjczek, president, during the 


more than 25 percent 


1959, according to an 


company’s annual sales meeting recently. 
Twenty-three representatives from all parts 
of the country and Canada attended the 
meeting at Bloomsbury, N. J. Plans were 
announced to continue serving the “special- 
ized professional needs of draftsmen and 
engineers, as well as the quality segment 
of the office and art supply fields.” 








White Retires, Acco 


Names New Executives 
Gerard D. White has retired 


and general manager 


Morris 


dent. G. 
elected executive vice 


Morris and Mr. Murray joined Acco at th 


beginning of 1959, the 
ground in law and acc 


ter after several years with American jp. 
dustrial activities abroad. 
Mr. White had bee 


Products, Inc., since 1952. 


Art Metal Office Moves 


Art Metal, Ine., 


executive offices and 


quarters to 50 West 44th St.. New York 


The 


furnished 


new quarters 


under the 
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Tallies 


Placecards 





Scorepads 
Rulebooks 


Goren Items 


“HEINES PUBLISHING CO., INC” 


Bringing to you a ‘KING SIZE” line of 
Card Playing Accessories 


Playing 


Card Table Covers 
Bridge Ensembles 
Bridge Party Paks 


Notes and Stationery 


Cards 





We offer you the most complete line of GOREN 
Bridge Rulebooks and Scorepads all personally revised 


with the new rules by Charles H. Goren. 





* PROFILE PAPERS 





HEINES pustisHinG Co., INC. 


123. NORTH THIRD ST. 


Write for our new 1960 Catalog 


MINNEAPOLIS 1, 





NE\ 


Mot 
Poo 

Su 
Brod 
duct 
joint 








MINNESOTA 
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Motorizec’ File Makers 

Pool Technical Skills 

Suprem: Steel Equipment Corp. of 
Brooklyn d Wheeldex & Simpla Pro- 
ducts, In of Peekskill, N. Y., have 


‘ined forces in the sale and promotion 
of a new motorized shelf file. 
The mechanized filing cabinets for let- 


il size records were introduced 
Supreme Steel under the trade 
Wheeldex & 
simpla Products have been pioneers in 
the motorization of filing records. 
Unknown to each other, the design and 
development of a practical mechanized 
filing cabinet has been one of the chief 
projects of both companies for a number 
of years Now the two companies are 
pooling their engineering, research and 
development. facilities. 

Supreme Steel will continue to offer 
ihe unit as Conserv-A-Matic while Wheel- 
lex uses “Motorshelf” for units which it 


ter and les 
last fall b 
name of Conserv-A-Matic. 


will supply. 


Wholesaler Expands 

N. Silverman & Sons, wholesale distribu- 
tors of toys, school supplies and import 
items recently expanded into larger office 
and warehouse facilities at 2622 Avenue U 


in Brooklyn. 








Advertising Service 
Offered Machine Dealers 

A new advertising service is available to 
dealer members of the National Office Ma- 
chine Dealers Assn. 

Mats of one, two and three column re- 
verse slugs dealing with ten most com- 
monly handled machines are included in 
the offer. Bulk buying makes them avail- 
Future 
mats in the service are expected to cover 


able to dealers at great savings. 


rentals, repairs and other general services 
rendered by dealers. 

NOMDA members have also been asked 
to place their annual orders now for the 
Rulshield, advertising specialty which is a 
combination ruler and eraser shield. 


E. J. Hanak Opens Business 
Elwood J. Hanak, after 37 years in the 
stationery field from New York to San 
Francisco, has opened his own retail busi- 
ness to be known as the E. J. Hanak Co., 
115 Steuart St., San Francisco 5, Calif. 
He is interested in obtaining representa- 
tion of stationery items in that area. 


Training Classes Open 

Any dealer in office machines who wants 
information on a new series of IBM service 
training classes should write to the Na- 
tional Office Machine Dealers Assn., 1542 
Hillhurst Ave., Los Angeles 27, Calif. 


SHOPPER STOPPERS 


smart, practical year ‘round gifts! 





Show your customers the com- 
plete Pat Line, and count profits 
from January to December! A big, 
wide, wonderful selection. . . a 
price for every pocket. . . every 
item gift-boxed and packaged for 
self display. Write today for the 
all-new Pat catalog. 





a oO) OL OT Om ee Division of \ 


INC., Roseland, N 


KETCHAM & McDOUGALL 





(A) TIME KEEPER +230 
idea in telephone timers. Bubble in tube 
rises to top in 3 minutes, resets with 
flip of finger. Handy chained-in-place 
pencil. Retail, $1.95. 


(B) KEY KEEPER #155 
handbag, pulls out, winds back on 
14” chain. Gold, rhodium finish. Packed 
1 dz. to self-display box. Retail, $1.00 
(C) CLIP-ON MODEL, #255, has 
hand engraved reel. Retail, $1.50 


Newest 


pins in 


~*% 


% \ 
\ 
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‘The Weis Manufacturing Company 


Paper Distributors 
Report Increased Sales 

Distributor sales of fine and wrapping 
papers reached an all-time high of more 
than $3 billion in 1959, a 9 percent in- 


crease over 1958, according to an announce- 
ment by O. Glenn Leach, executive sec- 
retary of The National Paper Trade. 

Merchant-wholesaler sales of wrapping 
papers were 8.98 percent above 1958 with 
a total of $1,659,055,000 for 1959. Due 
to sharply stepped-up sales, the month of 
December was 0.37 percent ahead of No- 
vember in contrast to the normal decrease 
of 5 percent. 

Fine paper sales by merchants reached 
#1,417,272,000 in 1959, an increase of 9.16 
percent above 1958. December sales soared 
12% percent over the corresponding month 
the previous year and 5 percent above 
November, reversing the normal decline of 
approximately 5 percent. With a 12.02 per- 
cent rise, the West Coast area scored the 
greatest advance in printing paper sales. 

NPTA, which represents more than 1,100 
of the leading paper merchants through- 
out the nation, defines fine papers as all 
those used in the graphic arts, publishing, 
greeting card, stationery and office paper 
fields. Wrapping papers cover industrial, 
sanitary, packaging, food protective and 
food service, household paper products and 
all other not intended for printing use. 


(Continued on page 80) 












Write for Complete Information 


Monroe, Mich. 
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F. F. Hansell and Brother, Ltd., handled the sale and installation of 
these public seating facilities in a new administration building 
recently completed at the Moisant International Airport, New Orleans. 
Combined assemblies of standard modular chairs and tables from 
Royal Metal's new Viscount line provide main lobby seating for 
approximately 365 people in a floor area of 18,400 square feet. 
Installation was completed in three days. 
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Vice President and Mrs. Nixon receive a memento of an earlier Re- 
publican leader, Abraham Lincoln. Mounted on the base of the desk 
set, handcrafted by W. A. Sheaffer Pen Co. for Lincoln Historical 
Associates, is a segment of the original brock from Lincoln's home 
in Springfield. Making presentation is Illinois’ Lt. Gov. John Wil- 
liam Chapman. Brick was removed from the Lincoln home during 
renovation. 


MODERN STATIONER, APRIL, 1960 





Two of Smith-Corona Marchant’s top 14 salesmen for 1959, G. W. 
Evans, left, branch manager at Oklahoma City, and Stanley L. 
Ekstame, center, dealer representative at Minneapolis, are shown 
backstage at the Imperial Theatre in New York with Andy Griffith, 
who plays title role in Broadway musical, ‘‘Destry Rides Again.” 
All 14 of the top salesmen, in New York as company guests, re- 
ceived gold watches, lapel pins and special plaques. 


A 12-man Japanese Office Equipment Study Team recently paid a 
one-day visit to The Globe-Wernicke Co., Cincinnati. While learn- 
ing about modern fabricating methods they witnessed a demon- 
stration by Robert W. Sprott, G-W general sales manager, of 
Streamliner metal desk construction features. Their tour was un- 
der the auspices of the International Co-operation Administration. 








Every year...3 million newlyweds 


These are your customers 
coca | SELL THEM 


coln Historical 


incelns hom I ’ GIBSON WEDDING BOOKS gf 
ov. John Wil- 
| home during 


Don’t forget ... profit up to 100% is yours when you sell a Gibson 
Wedding Book. They’re the best known .. . best looking . . . best selling 
books in the world! And Gibson has a complete line, too.* Display 
them, suggest them to your customers ... you'll sell them! 





=> 
a 
Check your Gibson stock 
and mail your order now. 


Gibson Memory Books: baby, wedding, an- 





niversary, guest, gift, shower, testimonial, . F Publishers of Memory Books since 1874 

schoo! memory, teenage, graduation, diaries, fog 

photograph albums, family records, scrap- rage NORWALK. CONNECTICUT 

books , . t : é 
APRIL, 1960 Write for product bulletin or catalog, 4 j N. y ‘ Showroom : 225 Fifth Avenue we 





DEPT. MS-14 : . ‘ff The most complete line of Memory Books in the work 
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(Continued from page 15) 




































SELL MORE 
GIFT ITEMS 


with QUICK SERVICE 


MONOGRAMMING 


Fire-extinguishing Waste Receptacle 12 

A patented principle, using the smoke 
from the originating fire as the ex. 
tinguishing agent, is featured in a new 
Flame-Tamer Waste Receptacle. When 
a fire starts in the receptacle, the smoke 
is diverted across the opening and back 
toward the fire, preventing oxygen from 
reaching the flame. Without oxygen 
no fire can live. The receptacle is open 
for use at all times and the Flame. 
Tamer operates without chemicals or 
moving parts. No maintenance is re- 
quired. The Flame-Tamer Waste Re- 
ceptacle has been designed in four mod- 
els, the 30-gallon Industrial Unit, the 
- . 15-gallon Commercial Unit, a Waste- 
basket Unit and the Hospital Bedside Unit, making it a versatile 
container for use in any location where waste receptacles are 
needed. It is offered by Rock Royal Corp, 120 South LaSalle 
St., Chicago 3, Illinois. 





Aluminum Clip Board 13 
An Aluminum Clip Board has been 

added to the Advanco line of filing 

supplies. Made of durable, light weight -—— 

aluminum, it is equipped with the same > 

nickel-plated, spring steel punchless pa- 

per holder binder clip as utilized in 

the Advanco Punchless Paper Holder 

recently introduced in both letter and 

legal sizes in red, gray and black press- 

board. Low-height construction of the 

Punchless Paper Holder clip reduces 

file thickness to a minimum. Its grip 

holds one sheet or 150 sheets with equal tenacity. The clip is 

operable with finger tip pressure. The new aluminum board, 
(with rounded corners) measures 9” x 12%” to accommodate 

any and all size sheets up to letter size, 84” x 11”. Each clip 

board is packed in a transparent polyethylene envelope. 


Desk Clock 14 

The Rensie Director, Style #8081, is 
a handsome pigskin covered desk clock 
offered by the Rensie Watch Co. It 
is operated by a cordless electric bat- 
tery movement that will run for an en- 
tire year with easily replaceable flash- 
light batteries. Solid hour markers and 
hands are of highly polished brass and 
are under a protective glass bezel. Size 


is 544” x 8” and retail price is $21.95. 


You can RENT a | 
KINGSLEY for 21¢ a day 





With a Kingsley Machine you can mono- 





gram these gift items right in your own store! 





This “On-the-Spot” service promotes extra gift Wash-off Marker 15 
sales...and brings in new customers who can’t Draws-A-Lot, a new felt-tip marker, 
; has been announced by The Carter’s 

get quick service monogramming elsewhere. Ink Co. The pen-size marker, draws 
and colors on most any surface. It is 

Write for a free copy of “Ideas for Mono- a. ee Se a ae 
available in eight ink colors. Unlike its 

grammed Sales Promotions; and complete in- sister product Marks-A-Lot, Draws-A- 

5 Lot washes off washable materials. It 
formation on our Rental Plan (only 21¢ a day). was specially designed for home, school, 


and office use where permanent mark- 


ing is not required, It is non-toxic. 
Permanent wire display racks are available to suit each marking 
A. | display need. 


=T-leMer Valtl-lat-r halelibacdelel-Mci:Mmeriiiietaee | °4 MODERN STATIONER, APRIL, 1960 
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Special 47% Profit 


Introductory Bonus 


Assortment ar 
‘ , rite 
This Special Offer for Limited Time Only Today 


New 
HANSON 


Postal Scale 


A Jewel 
at $2.95 Retail 








For details on this 
Special Bonus Assortment 


consult your Jobber iene 
or Write Capacity 1 pound by '/2 0z. 


Hanson Scale Company, Northbrook, Illinois 
Quality scales since 1888 
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Folding Machines 16 


Designed for large offices, and as 
auxiliary equipment for printers, let- 
tershops and binderies, two new 
Fold-O-Matic folding machines are 
4 introduced by Print-O-Matic Co 
‘ The table-top models fold sheets 

from 4” x 4” up to 17144” x 22” 
at speeds up to 9,000 per hour, in all types of parallel folds. The 
machines will slit, perforate and score, or vertically crease with 





or without the folding operation. An easy flick of a switch con- 
trol changes from single to double parallel folds. A “snapout” 
axle for slitting, perforating or scoring takes a minute to install. 
Both the All-Purpose and the Heavy-Duty models feature micro- 
meter paper thickness calibrating to assure accurate, one-at-a- 
time feed of 12 to 100-lb. sheets from full half-ream loads. Ad- 
justable pressure on third and fourth rollers permits folding sets 
of up to six stapled sheets of 20-lb. stock. For catalog sheets 
and price schedules, write to Print-O-Matic Co., Inc., 724 Wash- 
ington Boulevard, Chicago 6, IIl. 


Easter Greetings 17 

Easter “Yeggs” add a tender note 
to some new hand-screened greetings 
priced to retail at 25 cents. They are 
offered by The Nile Running Studio, 
247 W. First Street, Claremont. Cali- 
fornia. 











Roll File 


Plan Hold Corp. has intrody. 
a new model roll file unit in gw 
tube diameter has been increaged , 
4%”. It will be known as 
(Large Roll File). Like the 
Stack Roll File unit, the LRP, 


a furniture steel housing for y 


duro-tubes, is available in geyq 
sizes measuring from 2 to 5 fest 
length. Priced from $13.90 » 
F.0.B. South Gate, Calif., the gy 
retains the same 1244” width , 
the basic unit, but is 12” high. It can be stacked with bee 
Stack Roll File units to form a single, rigid file. Features >. 










clude a spring latched steel door with tabs to hold 2” yy 
color coded identification card for each tube. 


Transparent-Front Binder 

A new transparent -front binder, 
called the “Expose,” and suitable for 
use as a catalog cover or sales binder, 
has been introduced by the Joshua 
Meier Co. The front of the binder is 
made of transparent heavyweight vinyl 
to show off the cover of a catalog or 
presentation immediately and also save 
the cost of stamping or silk-screening 
the binder cover. The “Expose” binder 
comes in saddle tan, red, or navy blue 
in either %” $-ring or multo-ring loose- 
leaf. Retail price is $4. 





You CAN rely on Nationally Advertised 


TIFFANY’ STANDS 


to give your customers the performance 
and value they expect 












MODEL 5002 


GREATEST ALL PURPOSE, 
completely safe, Stand for 
costly office machines. Ad- 
justable open top . . . noise- 
escape hatch. Castings cover 
retractable casters; anchor 
firmly on floor. 


Fn ly” 
=< a 





MODEL 3000 


Ideal Stand for standard type- 
writers,adders, etc.Rubber casters; 
brakes on front. Angle, channel 
steel, reinforced. Adjustable open 











top, noise-escape hatch. 






For further information, write Dept. MS 


TIFFANY STAND CO. 


7350 Forsyth St.Louis 5, Mo. 
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Will moisten labels 
up to 5° Wl e! 


Speeds up mailing operations 

for every one of your customers! 

@ Takes any paper thickness 

e Large water capacity 

@ Wick roller action 

e Perfect for labels, 
envelopes, stamps 


$00 


slightly higher, west of Rockies 


Model “DG” Double Gummed Label Moistener $6.50 
Model “C” Moistener $5.00 


SEND FOR CATALOG SHEETS AND COMPLETE 
INFORMATION WITH SPECIAL INTRODUCTORY OFFER 











Glue-Fast Equipment Co., Inc. 
9-M White Street New York 13, N. Y. 





Glue@¥as 
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V BR RS A! j i | LE lighting with Trombolite’s one-man band of action: incan- 
descent only—fluorescent only—or the incandescent-and- 


, west of Rockies 


fluorescent combination! Add Trombolite versatility (in positioning with extension to 39 inches, 
rotation in a full 360 degrees, all-around swiveling and complete assortment of desk, wall, floor 
$6.50 and bench mountings) and you have the ultimate in home, office and plant lighting. The sweet 
music of the Amplex Trombolite story is available to you in our newest brochure. You can be a 
one-man band of information on Trombolite! Desk models—$34.25 less lamps 


LETE 
Y OFFER 


t Co., Inc. amplex 


ork 13, N.Y 


Write for new brochure: 

Amplex Corporation 

on last page 214 Glen Cove Rd. 
APRIL, 1960 Carle Place, L. I., N. Y. 
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Pen Demonstration Display 

A new point of purchase demonstra- 
tion display for selling the A. T. 
line of fine writing 
been made available. 
Demo this 
unil invites potential customers to actu- 


Cross 
instruments has 
Called the 


new 


Cross 


display, modernistic 





ally try the writing instruments with 
the pen point of their choice. Two 
chained-on pens with attractive swivel 


attached to the 
which contains an assortment of gold filled 
instruments 
coral pad under glass to prevent pilferage 


pen-holders and a replaceable writing tablet are 
front of the display, 
and rich 
Information on this 
Cross Co. of Provi- 


chrome writing gracefully arranged on a 


walnut wood unit is available form A. T 


dence 5, R. I. 


Schedule Board 
Memo Flex, 


or schedule 


21 


a new visual control 


board, features simplici- 
y, flexibility and ease of operation. 
The unit with all 
elements allowing the user to create 


comes complete 


his own custom layout. Fifty flex- 
ible plastic strips are held in the 
board at the edges, slide up and 


down and snap in and out for easy 








rearrangement. Entries or notations 


are made directly on the plastic strips with a grease pencil and 
may be erased with a cloth or tissue. The unit is made by Gar- 
rison Machine Works, Inc., 519 Bannock St., Dayton 4, Ohio. 


PLAN 
TO 
SELL 







egeestt 


ag 


The Top-Selling Designs in 
Personal Christmas Cards 


Fast, dependable service of 
best-selling, volume- priced 
designs assures bigger 
Christmas profits to you! 


& PUBLis 
svt He, 
a 4% 













e % SEND FOR YOUR 3 BOOKS TODAY! 
a ee ad 1 
4 Greentree Publishers, Inc., Box 1513, Boston 4, Mass. 4 
4 Please send me your 3 books of 1960 Personalized Christmas Card designs. 4 
RE Ea eee ; 
SESE ee ne : 
ELL nee : 
‘ LL Sr eee _STATE a 
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Pencil Counter Merchandiser 22 

Venus Pen and Pencil Corp. 
come with an attractive 
Counter Merchandiser 
7-dozen pencil packs, de- 
encourage larger unit 
Retailing from 10 cents to 49 
cents per pack, the total retail value 
of $21.52 is available 
$12.31, allowing them a full 40 percent profit. 
(No. 1654-T) features: 
(10 cents each), 


has 
out new 
Show - Case 
displaying 
signed to 
sales. 


to dealers for 
The Show-Case 
two dozen Venus Medalist 2-pencil packs 
two dozen Indian by Venus 5-pencil packs (19 
one dozen Venus Velvet 3-pencil packs (25 cents 
one dozen Corral by Venus 10-pencil packs (39 cents each), 
and one dozen Senator by Venus 12-pencil packs, with a steel- 
blade sharpener in each pack (49 cents each). The eye-catching 
self-service display unit is in black and orange. 


cents each), 


each) , 


Copy Machine Base 23 
’ Specially 
der the Thermo-Fax copying ma- 


designed to fit un- 


chines, a compact, space-saving 
Marconi Copy Machine Base 
provides storage for all copying 


machine supplies. Advantages in- 


clude efficient space utilization, 
neat and orderly work area, time 
and step savings. Made of 19 
gauge steel, the unit has an enamel finish, non-skid molded rub- 
ber feet. It is recessed on top to hold copying machine feet 
snug and secure. Two models, to fit 3M’s smaller machines, are 
priced at $12.95 and $11.95. Details are available from New 
Products Dept., Endicott Machine & Tool Co., Inc., P. O. Box 


420, Endicott, New York. 


HARDWOOD RULERS 


proeneton- -matic 






SENCO 


delivers Quality, 
Variety, Consistently 





Senco’s new precision-matic machines 
turn out rulers of uniform top quality... 
guarantee you extras that mean faster 
turnovers... more “money in the till.” 


MAKE Selling Rulers PAY 


Ask your nearby jobber about 
the profit-making Senco deal. 


Only Seneca Novelty Co., Inc., makes SENCO Rulers 
SENECA NOVELTY CO., INC. e 52 MILLER STREET e SENECA FALLS, N.Y. 
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CATALOG: 


Compiled each and every year 
and offered with a personal 
imprint cover to dealers for 
distribution to their customers. 
Contains more than four-hun- 
dred pages, featuring over 
sixteen-thousand brand name 
items. Each item shown at list 
price to insure adequate prof- 
it margins to the stationer. 


PERSONAL 
SERVICE: 


A sales staff comprised of men 
carefully selected over many 
years for their ability to serve 
and satisfy... and for their 
outstanding knowledge of the 
stationer’s needs. 


INVENTORY: 


Over one-hundred-twenty 
thousand feet of warehouse 
space under one roof, devoted 
to a stock of the most well 
known and asked-for brand 
names in the industry, includ- 
ing full-breadth lines of office 
supplies, furniture and ma- 
chines as shown in our pricer. 
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PPLY GO. 


yTiLTY WHOLES? 


$v 













INCREASE YOUR SALES... 
INCREASE YOUR PROFITS... 


Make use of all the Purchasing, Sales, 
Merchandising and Service tools 
available to you when you deal with 
United ... For complete details of our 
Operation and how it works for you 
—write us or this publication. 







































PRICER: 


— 4 Each page a replica of its 
— Vs catalog twin, plus the added 
advantage of a complete deal- 
: = 4 Et \ er net price structure, kept 
PRA current with a constant flow 
Ras y . iy \ of revised replacement sheets 

| F printed together on a single 

4) op page, as they should befor 

















all the information you may 
. 2 need in a single glance. 
SLT A - A FREE copy of this 
SAS Y: pricer is available to 
any bona fide stationery 
dealer upon request. 











FAST SERVICE: 


Speed in handling . . . speed 
in filling . . . speed in shipping 
... Our entire system is geared 
toward immediate and unerr- 
ing service. Our central loca- 
tion expidites orders from the 
shipping docks to any point 
in the nation 


































EXPERIENCE: 


We cut our teeth in the sta- 
tionery industry more than 
fifty years ago and have 
never varied from a constant 
program of improvement and 
expansion. The culmination of 
our active executive and man- 
agerial staff alone represents 
over six-hundred years of work 
in the field. 
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Counsel your customers to save money 
and pencil-sharpening time: 
Switch to All-Rite Office Pens! 








COSMOPOLITAN 


642” long, pocket/desk model: 

with cap and adjustable clip. 

Eight ink colors: Blue, red, green, black, 
turquoise, gold, brown, lavender 


SUSE and 

#1460: Utility Pen — Medium line - 39¢ ea. 

y #F1460: Auditors Pen - Extra fine line - 49¢ ea. 

#F1467: Steno Pen - Extra fine line -49¢ ea. 
Compact 1 Dozen Boxes A 


oe } a a 


STARTS 
FASTER 




















a 


ite. AUDITORS FINE POINT F1460 


Abb 











90 Rite OFFICER 


sitheaeds 


Aad tae: eo te 








OFFICE-RITER 


6%” long desk model: Without cap and clip. 
Hexagonal barre! prevents rolling 

Four ink colors: Blue, red, green, black. 
(Barrel color denotes ink color). 





#52: Medium Line Pen — 29¢ ea. 
#522: Extra Fine Line Pen — 39¢ ea. 
Compact 1 Dozen Boxes 














“A PEN FOR EVERY PURPOSE” 
ALL-RITE PEN, INC. 


HACKENSACK, NEW JERSEY 
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Multi-use Copier 24 
Ditto, Inc. has unveiled their ney 

Masterfax machine which the mak. 

ers say could easily revolutionize 

many office duplicating problems, 

The Ditto Masterfax machine per. 

forms four important functions— 


(1) It will make direct (spirit) pro- 
cess masters; (2) It will make off. 
(3) It will make fae. 
; simile copies; and (4) It laminates, 
No carbon is required during the typing or preparatory stage. 
Material to be duplicated is typed, written or drawn on a clean 
white Masterfax sheet. Masters can also be made from original 
copy that is not prepared on Masterfax paper, such as from news- 
paper clippings, correspondence, reports and other material, 
Masterfax also makes facsimile copies said to cost much less than 
they do at The copy is 
The process is completely dry and elim- 
toxic mixtures. The machine can make 
facsimile copies on any weight or grade of paper including card 
stock, and even on cloth. The same machine 
also important office papers, documents and _ other 
literature with a tough, protective plastic coating in less than a 
Masterfax will be marketed initially through 59 key 
branch offices. Later it will also be murketed through the dealer 


set masters; 


present by other copying processes. 
black on white paper. 
and 


inates chemicals 


gummed labels 


laminates 
minute. 


organization. 


School Filler Paper 25 
A new design in loose leaf filler paper 

introduced by Western Tablet & Sta- ce 

tionery Corp., Dayton, Ohio. is called ee fs 

Name Frame filler—a sheet with a — 


rece 


pre-printed frame for name, subject and 
date, plus an uncaptioned line for op- 
tional 


information. The optional line 


may be used for grade, seat, room or 
assignment number, thus offering a de- 
gree of flexibility to accommodate indi- 
vidual while at the 
same time the imprinting of the name 
frame provides much-needed work stand- 
ardization. The uniform location of headings in the upper right 
hand corner of each page is planned to permit quick identifica- 
tion of stacked papers and to save valuable time in checking and 
grading student work. Margins are left unruled to allow 
for teachers’ corrections and 





teachers’ desires, 





space 
notations and to confine students’ 
Name Frame filler paper is offered 
in the two standard sizes —11 x 8% with 3-hole punching and 
10% x 8 with 2 and 5-hole punching. The new paper, result 
of research among teachers, is available in polyethylene packages. 


work within the ruled areas. 


Ball Pen Merchandiser 26 


The Paper Mate Co. has developed 
a merchandising unit said to simplify 
stock and display problems of ball pens 
and refills for retailers. The new dis- 
play unit, named “Select A Pen,” car- 
ries Paper Mate’s top line of pens and 
refills, including the Capri Mark III, 
Holiday, and the ninety eight. In ad- 
dition, the unit has side holders for 
Paper Mate’s 49 cent refills, 69 cent 
Piggy Back refills, and the recently de- 
veloped 79 cent Texas size jumbo refill. 
The unit displays the Paper Mate line 
in only 14 inches of counter space, or 
it can hang on wire, wall or pegboard. A new display card slides 
into any of the three “Select A Pen” holders, providing a fresh, 
clean and new unit for display. By actual market test, the com- 
pany says it increases pen sales by 27 percent and increases refill 
sales by 33 percent. The unit is free with merchandise. 
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There’s something 
for you in and behind 
every Mosler Insulated File... 











i lop and close 
ler Insulated Mosler sales aids to help you open, deve 
1, Sal sales. And Mosler’s Field Managers are always ready 


to help you in any way possible. Make ita habit to 
call on them. Write now for complete details on 
Mosler’s full line of selling tools. 


There’s Mosler quality in at 
File and that means more sales. There’s advertising 


and sales promotion behind every file and that means 


easier sales for you. 
This die-cut visual is the latest in a long list of 


The Mosler Safe Co. 


320 Fifth Avenue, New York 1, N.Y. 
Factories, Hamilton, Ohio 
World’s Largest Builder of Safes and Vaults 
61 
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But you can secure “ilies, desks, 
equipment, supplies and regiment 
the keys to every lock. 
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The Complete Key Filing System 


Ke-Master Key Control 


Neat, compact, infallible 
Units to fit every requirement 
Easy to install without professional help 
Available to office equipment dealers everywhere 


When you outfit an office, be sure KE-MASTER KEY 
CONTROL is included in the sale. It’s a must for every 


industry. 


There are no hidden charges against your profit. We pay 
shipping costs on every KE-MASTER cabinet from 
warehouse to your customer’s office. Shipment will be 
made within 24 hours after receipt of your order. 








City Zone State 





_ 
1 5 
' CUSHMAN ©& DENISON $: 
' Manufacturing Company, Carlstadt, N. J. {| 
4 Please send items checked: MS-4 . 
ts —KE-MASTER catalog and discount sheets ' 
{ —Attractive, life-size KE-MASTER display cards, ; 
1 for window, counter, office equipment section ’ 
; Name ' 
; 
: Address H 
. i 
£ t 
oe 


well-organized concern, from small business to giant | 
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NEWPRODUCTS .......... 


Polethylene Sheet Holders 
The Chicago Desk Pad Co. 
veloped and introduced a new type of 


has de- 


holder for sheets, cards, documents and 
which provides complete 
record 


valuables, 
maintenance indoors or 
Called “Poly - Zip” Holders, 
holders are of strong 


visible 
outdoors. 
made 
.04 transparent polyethylene and feature 
This “Poly- 


Zip” closure provides an airtight, weath- 


these new 


a unique, patented closure. 





er-resistant seal simply by pressing the 
fastener together by sliding the fingers over it. 


It is easily opened 


by inserting a finger at the top of the closure and giving a sligh: 
pull. It may be opened and closed repeatedly. The holders hay. 
a punched extension at the top for easy hanging and storage 
They are water and oil resistant, and they crack o 
yellow. “Poly - Zip” Holders are available in four sizes — prieg 
from 15 cents to 30 cents each. They come packed 50 to a by 
and can be imprinted on special orders. 


will not 





Steel Bookcases 


28 


New steel bookcases, featuring sliding 
shelves that are instantly adjustable op 
144” centers, are announced by Lyon Metal 


Inc., 2 Plant Ave., 
They are manufactured in 
two-shelf, desk-high 
shelf library model. Book stops, 7” high, 
be used with both models — merely 
hook over front of shelf and snap firmly 
in place. The bookcases can be used indi- 
vidually, or may be 
continuous rows, 


Products, Aurora, [ll 


two sizes—a 
model, and a seven 


can 


together in 
described 


fastened 
and they 
as ideal for open shelf filing. 


are 





Two-color Ball Pens 
Noblot ball 


each double-ended 


29 


for 
and 


Two 
desk 


writing both blue 


new pens 


~’ 
use, 

and red, are an- ’ 
nounced by the Eberhard Faber Pen 

& Pencil Co. 
the user lo emphasize in- 
structions and make notations more 
juickly, are the Noblot Combination 
Regular Pen (2040) retailing for 
Thinrite (#1940), 
standard yellow barrel, 


e* 

+. 

39 cents and Noblot Com- 
selling for 49 cents. Both have the 
with red and blue tips. Packing for each 


number is one dozen pens in sliding easel display box; six boxes 
(one-half gross pens) are packed in a yellow carton with end-label. 


The dual-purpose pens, 
enabling 


bination 


30 


Wearever 


Pen Merchandiser 

1960 model of the 
self-service merchandiser now being dis- 
tributed to dealers, 


A new 


offers a 
slightly higher than the 
The rack features an as- 
of fountain pens, ball 
cartridge pens, mechanical pencils and 
refills with a retail value of $101.38 
Cost to dealers is $55.64. The 
merchandiser of three 
two of which rotate independently of 
each other. Listed as Rack #9000, it 
is available through all Wearever dis- 
tributors and wholesalers, or direct from 


David Kahn, Inc., North Bergen, N. J 


45 percent 
profit margin, 
1959 version. 


sortment pens, 


new 


consists tiers, 
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Dealers report: 


Sales DOUBLED | 


Sales TRIPLED [ye 


_ 


with this NEW READER DISPLAY RACK! 


Stationery dealers who had good previous sales in readers report 
turnover doubles ... sometimes triples . . . with this new reader dis- 
play! And even if you’ve never stocked readers, you'll find this new 
B&L display rack will give you immediate and highly profitable sales 
with no effort on your part. Readers and magnifiers are bought on 
impulse . . . nothing stirs impulse like an exciting display. Put this 
fact to work for you. Mail coupon now for full details (or check read- 
er card on last page of this magazine). ——_ 


= 
BAUSCH & LOMB 


r 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
L 


aaa MAIL THIS COUPON TODAY @——— 4 


BAUSCH & LOMB OPTICAL COMPANY 
Dept. C.P., Rochester, N. Y. 


Please send me full information on how I can get one 
of these new sales-making Reader Displays 


Store Name 


Address 


State 


bcs cess ne age eam ce ene nS ene SED EP 


City 
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Pastel 
PEDIGREE 


America’s Quality G6¢ Pencil 


/ 
buy te 
mm ae. 





Nationally Advertised LIFE*GOOD HOUSEKEEPING - NEWSWEEK 
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NEW PRODUCTS ..... 


Desk-top Message Center 
A new “In & Out Message Cen- 


ter” rack shows who is in or out and 
lime of return. Besides keeping track 
of personnel, it holds their mail 
and messages. Unit price is $5.98 
from the Bernay Products Co., 412 
South Wells St., Chicago 7, Ill. The 
register section has room for nine 


names. Shipping weight, individual- 


ly boxed, is eight pounds for a half doze 


Photo Album for Grandmothers 
New from 


meaning of 









Norwalk, Conn. is an amusing 
photo album 
grandmothers 


















\ 
\ 





n. ribl 


32 tol 
oF R. Gibson & Co 


specially created for Ce 
Title page explains 


$.0.G. With PIP 


a (Silly Old Grandmother With Pie: bi 
= tures in Purse). S.0.G. With P.LP - 
é is spiral bound, with stamped cover fr 
of padded simulated leather. Size is F 


snapshots. Each album is gift-boxed and 
colors to a display box. Retail price is 


Redesigned Pencil Packages 
Industrial designer Raymond Loewy 
has redesigned the packaging for the 
Eagle Pencil Company’s Verithin line 
of colored pencils and for the Mirado 
Pencil line. A new half-gross package, 
created for quick identification on the 
dealer’s shelf, features the legend, “Eagle 
Verithin colored Pencils” in a modern 
motif of red, gold and black. The new 
Mirado half-gross box highlights the 
brand name and the firm in black, gold 


and white on a red box. The six, one-dozen bexes contained in 


the half-gross box feature an easy flip t 
and closing with the flick of a thumb. 


Special Card 


lifferent’ packa 





Posting Cash Register 

The new “76” Cash and Charge 
Posting Model that provides machine 
accounting and sales analysis at mini- 
mum cost has been announced’ by 
Sweda Cash Register, Inc. With this 
new system, the customer gets a ma- 
chine-posted, itemized receipt regard- 
less of the type of transaction (cash, 
charge or received on account). All 
customer’s statements and _ accounts 
receivable are also register posted—and 


provided to give complete control. In 


4” x 4”. The book contains 12 double acetate pockets for 


Stanley Greetings has release: a spe- 


cial offer to the trade, comprising 24 


ment, invitation and thank you num- 
bers, plus an attractive black and gold 
revolving display stand. Called Unit 
#4000, it is a $38.85 regular cost item, 


packed in six assorted 


so 





yp to allow for opening 


Deal 34 


ges of birth announce- 


35 











a = 


== 


a daily balance form is 
charge sales, the new 


balance owed by the customer is machine-posted on the cus- 


tomer’s statement and accounts receivable ledger. 
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wew PRODUCTS ...... + 2 «© « 
Gift Wrap Carrying Bag 36 


An ractively designed customer carrying bag in three sizes 
to hold Tie-Tie gift wrappings and ribbons is now available from 
Chicago Printed String for use by all Tie-Tie resale dealers. The 
carrying bag is unique in that the largest size is a “long john” 


shape to accommodate hard-to-wrap roll papers and cutter boxes. 


The bag design was chosen with an eye to appropriateness for 
both Christmas and Everyday use. Red and green sweetheart 
roses a 


printed on a snow-while ground. Sizes are seven ee 


by nine inches, for cards and ribbons; twelve inches by fifteen 


inches for jackets and ribbons; and the “long john” size, three 
inches by four inches in width, and 36 inches long, for roll papers, 


ribbons and cutter boxes. Tie-Tie has provided space for a dealer 
imprint 

tions fo 
ing bags are available through the sales force in lots of 500, 1,000 | 


and up 


Coin Counter 

What is described as the low- 
est priced, fully-automatic com- 
bination coin counter and sorter 
ever manufactured is available 
from Standard Change-Makers. 
Fully portable at 27 pounds, the 
machine is recommended for of- 
fices, churches, schools, branch banks, amusement centers, vend- | 
The new 


ng operators and small retail businesses. electric ma- | 


; | 
chine counts and sorts 15.000 coins per hour, handling 1 cent, | 
5 cent, 10 cent and 25 cent coins. Fifty cent coins remain in 


the hopper. Separate sorting and counting operations provide | 
an aulomatie check of the total. Outside the motor itself, the | 
new counter-sorter model has only two moving parts, both made | 

| 


of durable metal. 


38 | 


merch- | 


Note Paper Merchandiser 

: ~~ The development of a 
andising system for boxed note papers, | 
including an inventory 
display fixtures and abundant new note | 


retail 






control system, | 
designs, has been announced by Hall- | 
mark Cards. The system is keyed to | 
numbered display pockets in the dis- 
play fixtures, reorder tickets to provide 
continuous inventory and assure variety, 
a reserve stock file 
books to permit instant pin-pointing of 
A variety of new fixtures, 
handsome metal 


and reorder record 
sales trends. 
including a 
that displays 64 note designs and a special note-displaying top for 
standard greeting card bases, also are available. 


The Cine that features ct 
a) 
hand screened originals MERIC AS LARGE? 
a Ge 
C 
“ELECTION OF BRIDM 
Ss 
1 ALLIES 


ab is sTuDIO GREETING CARDS 


NOTES AND PARTY INVITATIONS 


MINIATURE GIFT CARDS 


Send for 
free brochure 
stuot 
247 west fiaest sTecer 
CLAREMONT, CALIFORNIA 
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and has also added value to the bag by printing instruc- OWN 
making the Tie-Tie pom pom bow on one side. The carry- | 


fixture | 


















A.W.Faber 


GRASERSTIK 





The original grey eraser point 
—always best for erasing. 


ERASERSTIK towers over all other 
pencil-shaped erasers like 

Mt. Everest overshadows its 
surrounding foothills. Three 
“‘becauses” make the difference. 


1. EnaserSrix is the first and 
original pencil-shaped eraser and 


nothing has ever equaled its quality 


—though many have tried. 


2. ERaserSrix is a good-looking 


| product—a slim, trim white- 


polished beauty. 


3. ERaSERSTIK has been carrying 
on a love affair with Secretaries 


and Office Workers all over America. 


Many a girl went on to a better 


AW.FabeR ORASERSTIK GILSEVED us» 7099 


RRS IA 


pee ae Pee ee 








job with more money because she 4 
had the good sense to use ERASERSTIK. | “% © 
i# | 
Why wander f; 
ar afield j 
It’s right here a CIE ated of fortune? 


than your orde 





t your elbow n 
— no furth 
r pad. HAPpy PROFITS 


er 
! 





A.W. FABER-CASTELL 


| PENCIL CO., INC. NEWARK 3, N. J. 
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Saves 50% on costs 


... proved in exhaustive 
operating tests 


When it comes to business, Scripto S. P.O. saves 
a good 50% of the costs of other pens recently 
tested for economy and efficiency. In a relentless 
marathon writing test Scripto won on all counts 
... 1. Uniformity of writing. 2. Economy of ink 
consumption. 3. Lowest “operating costs” of all 
pens tested—a full 50% lower! 




















Here’s the record: 
The cost for 20 miles of 
non-stop writing 

SCRIPTO S.P.O. $1.43 
BRAND“A” 2.82 
BRAND“B” 3.29 
BRAND“C” 3.66 











Even on cost of refilling, Scripto proved 
better than 50% more economical. 
(Two other brands tested weren’t 
refillable at all). Scripto Ball Pen with 
complete choice of points for general 
office, stenographic, accounting, 

etc. Full size refills cost less than 
10¢ each in dozen lots. Completely 
leakproof and specially low 

priced for office use. Ask your 
stationer for quotations. 







fi A complete service 
with all these 

accesssories: 

* Economy priced 

desk base. 


* Memo pad and 
pen holder 


SCRIPTO now serves industry 


with the best in writing...at any price! 


Scripto, Inc., P. O. Box 4847, Atlanta 2, Georgia, U. 8. A 








| 
TAKE 
STOCK 
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Film Pencil Line 39 

The Microlar, said to be the first full line of American-made 
pencils designed for use on plastic-coated film used in draftj 
rooms, is offered by the Eberhard Faber Pencil Co. Extensiye 
research and field-testing produced the specialized writing ingtry. 
ment vesatile enough to fill the needs of draftsmen, cesigners 
architects and engineers using the new drafting medium. The new 
Microlar (#604) is produced in four degrees of hardness — Mj. 
M2, M3 and M4, each with color designation. Its “lead” jg y 
plastic which does not perform on regular paper but has excellent 
reproducing qualities on the coated plastic film. It writes with 
unusual smoothness, powders less than regular writing instruments 
and is resistant to washing. They retail for 20 cents each. Recom.- 
mended for eradicating is Eberhard Faber’s RaceKleen (#§9}) 
eraser and RubKleen eraser (#6002). The gold-capped Microlar 
is marketed in a plastic, gold-lettered box. 


Improved Drafting Pen 

A significant development in its 
Rapidograph Technical Fountain 
Pen for drawing, ruling and letter- 
ing has been announced by Koh-I- 
Noor Pencil Co. The new model 
(No. 3065) makes available to 
draftsmen a single holder with seven 





interchangeable point sections that >, 
provide seven different line widths any, Ve 
— 00, 0, 1, 2, 2%, 3, and 4. Each a een 
point section has its own refillable > WR 


translucent plastic ink cartridge. The entire set comes with a 
squeeze bottle dispenser for ink in a handy set box that serves as 
a permanent container for the holder and point sections. Each 
point section is numbered and “Color-Coded” for instant identifica- 
tion of line width. 


Transparent Shelf-stripping 41 

“Shelf-Strip”, a transparent strip 
of flexible, fireproof material which 
is guaranteed to stick with only 
finger pressure to any kind of 
clean-surface wood, metal or com- 
posite material, has been introduced 
by Ezyindex Products Corp. Fab- 
ricated from newly-developed plas- 


EZ-+INDEX SHELF STRIP 





eae tics, this indexing aid is available 
in six-inch lengths and has a full 
inch insert area for large lettering 
and easy reading. It can be snipped to any smaller length 
desired. 


Are you offering your cus- 
tomers all the services you 
should? Are you ringing up 
profits in your stationery 
department? 
If the answer is no, then you 
should stock Rogersnap 
Carbon Second Sheets and 
Business Forms in the fast 
*Flip-Out Dispenser Box. Both 
you and your customers will 


be glad you did. 


*Registered 


S77 
FROGERSNA 7 vw 


P. 0. BOX 10425 - DALLAS, TEXAS :7 
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It writes with 

ng instruments 
No. P-22 
Plier Type 

pped Microlar - . 4 ée ¥ Stapler 

ale : see $5.50° 


‘omes with a 
hat serves as 7 . ; : e 
tions, re v5 oi ° Soot ee AS 
No. JT-21 
Gun Tocker 
$4.95 


iterial which 
with only 


iy kind of 


tal or com- , 

1 introduced , NEW! No. 210 

— Fab- etna fr. Standard Stapler 
oped _plas- Stapler tk $5.50 in color* 


is available $5.50* $6.50 in chrome 


has a full 
ge lettering 


aller length *Prices subject to F.E.T. 


Why limit your profits by selling to only part of the vast stapling 


WITH THE machine market? The sky's the limit when you carry the complete 
your cus- e Arrow line — over 30 models of staplers, tackers and pliers that 
vices you is “& hy g cover all your prospects in office, industry and home. Arrow 
ua bid Ge ear in precision-built quality is preferred by more people than any other. 

! nery ° ° ° . 
NA ADVERTIS It's the complete line designed to bring you steady repeat staple 

, then you TIONALLY VE ED business! SOLD ONLY THROUGH THE TRADE 
2gersnap 

eets and G PRESELLS MILLIONS 

the fast 

Box. Both 
omers will 


*Registered 


ARROW FASTENER COMPANY, (NC. 


last page 
One Junius Street * Brooklyn 12, N. Y. 
RIL, 1960 
“PIONEERS AND PACESETTERS FOR OVER A QUARTER CENTURY” 
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Burroughs Corporation brings you the biggest ribbon news in years 








NEW NU-KOTE TYPEWRITH 








QUTLASTS OTHER RIBBONS 3 TO] 











PACKAGED TEN TO A CARTON 





Now-—this one, all-purpose, multi-machine ribbon takes care of regular correspond- 
ence as well as Thermofax and Multilith process needs—for noiseless, portable, most 
standard and electric typewriters. 


And that’s not all! Consider the sales advantage of Nu-Kote's 3-to-1 durability. Also the 
inventory and pricing assist of the new 10-to-a-carton Deci-Pak*. Stocking Nu-Kote 
is as easy as counting by 10’s—without an annoying assortment of spool and ribbon 
styles to run up your overhead, confuse your clerks, get in your way. 


Your customers? You and Nu-Kote are ready for them with a sales-clinching list of 
strong, supportable benefits. Namely, three times the wear, one-third the ribbon changes 
e Cleaner, sharper typing ¢ One ribbon for all jobs, almost all machines e¢ A Nu- 
Kote red that reproduces clearly for both Multilith and Thermofax processes. 


Line up your supply today and start raking in the profits. Your Burroughs Dealer Rep- 
resentative has all the details. Or send coupon at right. Dealer Sales Department, 
Burroughs Corporation, Detroit 32, Michigan. *Deci-Pak, T.M. 







RIBBON 





ribbon 


ONE RIBBON FOR ALL TYPING JOBS 


TO ] 














Sorrespond- 
rtable, most 





Fill in and mail today to 


























ity. Also the ! | 
Ng Nu-Kote : DEALER SALES DEPARTMENT, BURROUGHS CORPORATION, DETROIT 32, MICHIGAN 
and ribbon | Gentlemen, tell me more about Nu-Kote ribbons. 7 

| . | 

thing list of Name 
On changes | Firm | 
3 © A Nu- | | 
Hf | Address | 
q | The sign of an . | 

— He | outstanding dealer City Zone__State | 
epartment, | Nu-Kote® is a product of Burroughs Corporation, Mittag Division MS-39 | 
*Deci-Pak, T.M. ih apt Hk ITP RL EIT, MEET LINO NE TE EOE J 


~-for more details circle 118 on last page ie 






















































Look what Regency 
has lined up for you! 


Me ont Ma Allan matt Pephad 
Law he hme g/cm 
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* 
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FLOWER WeDpayg LINE 


13 
anne UNCE Ments 





This 
dramatic 
advertising for 

the distinctive 


FLOWER WEDDING LINE 


will reach 
32,269,536 readers! 


Practically every bride-to-be in America will be alerted to 
Regency quality and service by this round-the-calendar cam- 
paign in the magazines brides believe in. And you can trans- 
late this nation-wide recognition into sales where you sell if 
you're all set to sell the Flower Wedding Line! 


You'll be able to offer a complete line of Raised Letter Wedding 
Stationery; all the most wanted styles, scripts, papers—every- 
thing from informals and shower invitations to formal invita- 
tions and announcements. You'll get a full 50% discount. 
What’s more, with 3 great plants from coast to coast—Regency 
can GUARANTEE you 48-hour processing of every order, 
large or small! 


So get ready for the tidal wave of bridal business this exciting 
new Regency campaign will roll your way. Send for your 
Flower Wedding Line Catalog, plus the beautiful 4-color win- 
dow display of wedding stationery, today—they’re both FREE! 


REGENCY THERMOGRAPHERS 


28 WEST 23RD STREET 
NEW YORK, N. Y. 


225 WEST OHIO STREET 
CHICAGO, ILL. 


13212 SATICOY STREET 
NO. HOLLYWOOD, CALIF, 
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'NEWPRODUCTIS........... 


Roll-on Adhesive 42 

A new adhesive for all paper paste-ups rolls on electrically. Cah 
led Lectro-stik, it is an adhesive in dry bar form that never spoils 
dries out, changes chemically. The maker says it never staing 
wrinkles, shrinks or curls paper; holds to practically any surfage 
that is clean and dry. The Lectro-stik is applied with an electric 
coater that lays down a non-sticky coating an inch wide, quickly 
and evenly. Only one surface needs coating and there is no dry 
ing time. Paper can be mounted instantly upon coating and may 
be peeled and readhered many times without recoating. Light fin 
ger tip pressure makes the paper stick to paper, glass, film, metal, 
paint, wood . . . any clean dry surface. 
lasting bond. The electric coater retails for $5; a box of 24 Lectro 
stiks for $2.80. By way of introduction, a box of Lectro-stiks jg 
included at no added charge with each coater. The product ig 
manufactured by the Halber Corp., 4151 Montrose Ave., Chicago 
$1, Ill. Two lectro-stiks are said to cover as much as a pint of 
rubber cement. 


Burnishing produces 


Dual Feed Duplicator 

A new dual ream feed spirit 
duplicating machine that cuts pro- 
duction time in half has been in- 
Copease Corp. The 
new electric Copease-Banda Model 
170 Dual Ream Feed simultaneous- 
ly feeds, duplicates and stacks side 
by side, two full reams of 8% x 
11 inch paper at the rate of 
10,000 copies per hour or one full 
ream of 14 x 17 inch paper at the 
rate of 5,000 copies per hour. 


troduced by 





It is adaptable to any size paper 
down to 3 x 5 inches. 


High Speed Mimeograph 44 

Well over 10,000 copies per 
hour can be reproduced by its 
new Model #445 mimeograph, 
according to A. B. Dick Co. This 
top speed, representing an Il 
percent increase over speeds of 
previous models, permits the new 
machine to mimeograph a ream 
of paper in only 24 minutes op- 
jerating at the peak speed of 200 copies per minute. For small 
|runs, and repetitive duplicating jobs, a variable speed control 
| allows the operator to select the speed best suited to the length 
|of run. A newly developed automatic fluid inking system makes 
| possible 10,000 copies after a single filling of the ink cylinder. 





Letter Sets 45 


The Letter-Gram, a unique new 
business form for expediting corres- 
pondence, has been introduced by 
|The Letter-Gram Co. of Philadel- 5 
|phia. Combining features of the jou —>>EeEE7— 
letter and the telegram, Letter-Gram ? : 
|is designed to cut clerical costs, i 
|speed up outgoing correspondence > 
and bring faster replies. Printed in 
green ink on buff-color stock to call 
quick attention to itself, each Letter- 
Gram is a three-part set made up of a snap-out letter form, an 
outgoing window envelope and a reply window envelope. Both 
envelopes are also buff with a green diamond-pattern border. 
|Sample sets may be obtained from The Letter-Gram Co., 474 
| Chestnut St., Philadelphia, Pa. 
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clip boate® 
yy" pindin ve 
durable ys 4 3 polyethylen® 
pac 
fresh in stock. 


vite now for prices and discounts on these fine-profit, 
actively priced, volume selling items. 







MADE IN U.S.A. REG. U.S. PATENT OFFICE 


05 Sist Avenue, Elmhurst 73, L.I., N.Y. 
; 4 Tel.: Hickory 6-4848 








*U.S. and International Patent-Protected. 
71 
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TABS 


INDEX 


INDEX CARDS 


GUIDES e@ FOLDERS 


THE WARSHAW MFG. CO., INC. 


ONE OF AMERICA’S LARGEST MANUFACTURERS 
OF FILE FOLDERS AND ALLIED PRODUCTS 


BROOKLYN 1, N.Y. 


--~- for more details circle 176 on last page 


1 MAIN STREET 


|, ee 


Transcribing Unit 

A new Gray Key-Noter Secretarial 
has been announced by the Gray Man- 
ufacturing Co. The Secretarial is the 
latest addition to the Gray Audograph 
Advanced Design Line of dictation in- 
struments. This new model is de- 
scribed as the smallest and _ lightest 
transistorized disc transcriber on the 
market. It is a complete transcription 
system with finger tip dial controls; 
indicator lights; the finest in voice 
fidelity reproduction; small in size; 
light in weight; attractive in styling 
and color; and easy to use. It measures 8% by 6% by ay 
inches; weighs 5 pounds 10 ounces; and costs $299.50 with listen. 
ing device and foot control. 





Decorating Stencils 47 

A new series of decorating sten- 
cils for use in many parts of the 
home has been introduced by Stengo 
Lettering Co. A variety of sets in- 
cludes animals, flowers, fruit, child 
ren, birds and numerous other artis. 
tic pictures to be applied to walls, 
furniture, windows, cloth, paper and 





metal. A set of border designs is 
also available for trimming ceilings 
and walls. The Stencils are made of sturdy stencil board and 
may be used over and over. Cost is $1 per set of six. 


Folding Display Table 48 
To solve the problem of providing 

extra display space during the holi- 

day gift season and for other sales 

promotions, the S. A. Hirsh Manu- 

facturing Co. of Skokie, Ill., has in- 

troduced new folding display tables 

which can be set up or taken down - 

in an instant. They provide 12% 

square feet of display space, are 5 

feet long, 2% feet wide, and 32” 

high. The table top is made of wood 

and the legs are made of extra strong steel with a sturdy baked 

enamel finish. The legs automatically lock into position when the 

table is open. To take the folding table down, the legs are re- 

leased by a touch of the finger for folding back. The new folding 

tables list for $389 each and come packed two to a carton. 


Luminous Greeting Cards 49 


A set of new everyday card de- 





signs by Panda Prints features 
splashes of luminous ink on_ the 
covers, in a variety of colorful de- 


signs. 





Student Pen 50 


Hanover Pen Co. recently introduced a new No. 415 Student 
Pen, equipped with ink eraser and pocket clip. It has a lemon 
plastic barrel and lists for 29 cents. The company also has a new 
package for display of the new Silhouette plastic office pens 
These latter pens, hexagon shaped, come in feminine pastel shades 
with a choice of five colors of non-smear permanent ink. Free 
samples are available by writing Hanover Pen Co.., Hanover, Pa. 
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The profit picture on desk dictionaries 


This masterpiece provides greater value 
for your customers, greater profit for 
you. It’s the newest and biggest. Every 
definition has been freshly written in 
crisp modern language, and the dic- 
tionary has 142,000 entries — 10,000 
more than its nearest competitor. There 
also are nearly 300 more pages, 1,760 
in all. More than 3,100 terms are illus- 
trated. It’s a bigger book with a stronger 
binding 


WEBSTER’Ss NEw WorLD DICTIONARY 
is “the experts’ dictionary” used by 
leading authors, writers, editors, busi- 
nessmen, and educators. It is officially 
approved at more than 1,000 colleges in 
the United States and Canada. 

Every week of the year it’s advertised 
in one or more national magazines and 
newspapers — Time, The New Yorker, 
Life, Saturday Review, etc. And here’s 
the pay-off: 


--- for more details circle 179 on last page 


On orders for 1 to 25 copies you get 
40% discount, 41% on 25, 42% on 56, 
43% on 100. That’s why more and 
more stationers are waking up to the 
fact that there’s a year-round, built-in, 
PLUS-profit selling Webster’s New 
World Dictionary. If you’d like further 
details just drop us a post card. The 
World Publishing Company, 2231 West 
110th Street, Cleveland 2, Ohio. 
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MEW PROBUCTIS . 2. 2. se ce we eee 
ay A colorful circus 
ys theme VARIETY MATCH 
a aT ee Tableware Ensemble 
og ae j for children's parties. c 
7 No two items illus- Portable Posting Stand 51 
trated alike, yet all i 2 . 4 
related. ‘'Mix and Nardon Manufacturing Co., 2125 
match’ or sell West Mission Road, Alhambra, 
individually. Ensemble : R . 
includes luncheon Calif., introduces a new line of 
ola ce yt Narco Portable Posting Stands. 
i 
on TABLE eee ; plates; hot drink cups They have numerous adjustments 
er ensembies ovaiiabdie in . ° . 
numerous design motifs for ond table cover. horizontally and vertically and, with 
every occasion tray mounting brackets removed, 








may be used as a utility table. 
Adjustable legs permit setting 
height at the most convenient work- 
ing level from 20 to 30 inches. De- 
signed to accommodate either one or two posting trays, the 
stands are equipped with formed tray mounting brackets which 
adjust quickly and easily in length and width. Construction 
is steel with metallic gray, scratch resistant finish. Hard rubber 
swivel casters roll easily and quietly on any type floor. The 




























IFT WRAPS _ 
GIFT oo 









CUTTER BOX ROLLS stands are available in 24 different sizes and styles, in fixed 


height units or adjustable. 





JUMBO FOLDS 


1 in the bag! 


Tuttle’s products sure 
keep sales hoppin’! 




















Telephone Holders 52 


Three models of telephone holders 


have been added to their line of Casters 
and Rubber Office Accessories by Mas- 
ter Mfg. Co., 9200 Inman Ave., Cleve- 
land. The rests were designed to hold 
the telephone ear and mouthpiece in po- 
sition resting on the shoulder so that 
both hands are free to accomplish other 
work. The clamp section is merely slip- 
ped over the telephone handle. List 
prices are 50 cents and 85 cents. All 
units are individually packaged in poly- 


NAPKINS 


COCKTAIL * LUNCHEON « 
DINNER SIZES 





ethylene bags. 
FACIAL 
anal Literature Rack 

The problem of storing, filing, and 
displaying literature of all kinds and 
sizes moves closer to a solution with 
the introduction of a new wall mounted 
literature pouch produced by Smith 
System Mfg. Co., Minneapolis. It is 
formed of sheet steel, enamel finsh, is 
1%” deep and has front opening cuta- 
way to show literature titles. Pouches 






















peRsOMALIZNGG can be mounted flush to the wall, over- 
lapped by using a specially designed 


track support affixed to the wall, or set 











with easel backs for individual display on table or counter. 





CREPE PAPERS 
Addressing Machine 54 


A new high speed A-dress-R Model 
600 metal plate addressing machine 
will have a capacity of 150 Speedau- 
mat plates in both feed and disposal 
hoppers and is intended for use where 
long mailing lists are to be used. To 
load the machine, a tray holding 150 
plates is inserted in the feed hopper. 
As the plates are used they are ejected 
into the disposal hopper and held in 
place by a movable magnetic bar. 
When all the plates have been used, 


A) TM he empty tray is removed from the 
ieienne : | feed hopper, its flanges are threaded thru the notches of the 
l, used plates which are then removed and replaced in the stor- 

ape age cabinet in original sequence. At no time throughout the 


operation do the hands come in contact with the plates accord- 





“BIG BULK" 
FLAME PROOF 
STREAMERS 





FLAMEPROOF ~~ 
FOLDS AND = 
ROLLS 











SERVICE 
NEW YORK: 1123 Broadway TUTTLE PRESS COMPANY ing to the Nettle Manufacturing Co. 
Telephone: ORegon 5-8590 APPLETON © WISCONSIN 


CHICAGO: 20 N. Wacker Dr. 
Telephone: CEntral 6.7013 | BONERS Deh eR een) PEST 74 MODERN STATIONER, APRIL, 1960 
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ae Fiberlite® 


wastebaskets— 
spacious, easy to clean; fiber- 
glass reinforced for longer life. 





eS 
4% Eclipse Box Files for office or 


home keep current records at 
hand. 


ist 










ng trays, the 
rackets which 
Construction 
Hard rubber 
e floor. The 
vles, in fixed 


52 

»yhone holders 
ine of Casters 
ies by Mas- 
Ave., Cleve- 


y 
i 
hai 
4 
rarcerrrrry 





iat 

aa G/W Every Day® Files speed 
customers’ filing and sorting; 
assure follow-up. 





* 

{9 , 

4% Streamliner® Desk Tray’s exclu- 
sive feature holds papers at a 
slant for easier pick-up. 





gned to hold 
thpiece in po- 
ilder so that 
omplish other 
merely slip- 
handle. List 
» cents. All 


ged in poly- 









et 

4s Fanfold Gummed Folder 
Labels in convenient continuous 
flow package. Ideal for labeling 
anything in customers’ offices. 





e Agate Card Trays keep often- 
used records at hand. Hold 1000 
cards. Handsome slate bive color 
has eye-appeal, 





yunter. 


54 
-R Model 
machine 


Get that extra sale from each customer! Sell 
Speedau- 


the complete line of nationally advertised 
Globe-Wernicke “Secretary-Approved” of- 
fice accessories and supplies. Give custom- 
ets “one-stop shopping.” Build more repeat 
business for greater profit in ‘60! Just a few 
of the G/W leaders are shown ‘here. 


1 disposal 
use where 






used. To 
ding 150 
1 hopper. 
re ejected 
1 held in 
etic bar 
en used, 
from the 
s of the 
the stor- 
hout the 


) accord- 


THE GLOBE-WERNICKE Co. 


CINCINNATI 12, OHIO 









46 U-MAK-A Index Tabs can be 
cut to exact size; pica spaced 
for faster, easier typing. 


cL 


Please send me your catalog with fu 





AND MAIL THIS COUPON TODAY 


For full information on G/W Office Accessories, cash in on this com- 
plete line of Globe-Wernicke “Secretary-Approved” profit builders. 


The Globe-Wernicke Co., Dept. DM-4 Cincinnati 12, Ohio 


= 


ist 

4 G/W Filing Shelf 
hooks on drawer pull, 
freeing both hands 
for faster filing. 





nformation on the complete 


line of G/W “‘Secretary-Approved'’ office accessorie 


— eeeerere 
company ..... 


address ..... 



























































Contents of Hercules® 
Insulated File Survive 
Devastating Fire 


“A devastating fire roared through the two-story 
Sterchi Bros. Furniture Company in downtown 
Dalton Tuesday morning, leaving the building a 


ruined and gutted hollow shell.” 


THE DALTON NEWS, Dalton, Georgia, September 2, 1959. 


But as the photograph shows, the Meilink-built 
Hercules insulated file came through the ordeal 
with flying colors. All the valuable paper records 
emerged virtually unscathed. 

We've said it before and we say it again. When 
your customer is buying files, be sure to sell him 
insulated files for his most important—his irreplace- 
able—records. And of course you can’t go wrong 
when you recommend Underwriters’ Laboratories 
labeled Hercules insulated files. Do you have our 
catalog? 


Hercules insulated files are 
built like a safe with a strong 
steel inner shell and time- 
tested Thermo-Cel insulation. 
Legal, letter and ledger sizes; 
one to four drawers; many 


locking combinations. 





MEILINK STEEL SAFE COMPANY «TOLEDO 6, O. 


Producers of the most complete line of 


insuloted products: A, B and C label 
safes, insulated files, money chests, vault 
doors, home VAULTS ®—as well as busi- 
ness machine and typewriter stands. 
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NEW PRODUCTS . . 2. 2 2 es © wo 


Duplicator Paste Ink 

Without slipsheeting, users of the new 
Tempo Jetdry 2300 Paste Ink can now 
stencil duplicate on bonds, other smooth 
papers and postcards without ink 
smudges on the back of the copy, ac- 
to the manufacturer, the Milo 
Co. 
eylinder duplicators, this instant dry- 


cording 

Harding For use in closed single 

ing paste ink is said to provide clean 

yperation, perfect characters and smart 

with that printed look. 
throw-away one-pound tubes 

eliminate contact with ink from pack- 

paper. <A folder, “That Printed Look,” is available by 

writing the manufacturer at 58-6 Tempo Building, Monterey 


Park, Calif. 





copy Con- 


venient 


age to 


Utility Ballpoint 56 

Eversharp’s new entry in the 
utility ballpoint field is this plastic 
model with clip and special grip. 
ping area. Equipped with an extra. 
long ink cartridge and a_ textured 
ball, the is retractable and 
refillable. Called the Lightning, it 
retails for 49 cents. Two other 
offered, at 45 cents 
without clip and 39 without 
retraction. The Eversharp Pen Co, 
is a division of the Parker Pen Co 


pen 


models are 


cents 


Electric Staplers 57 
Two new electric staplers, models B5E2 and B5E3 Bostomatic, 
have been introduced by Bostitch, Ine. 


They are said to per- 
form production 


jobs quickly, uniformly, 
Either Bostomatic is particu- 


office line stapling 


and with less operator fatigue. 
larly continuous 


useful for such 


stapling 
direct mail assemblies, reports, or sales bulletins. 


Bostomatic is for fully automatic electric stapling. 


tasks as preparing 
Model B5E2 


Staples are 


automatically driven when work is inserted against the com- 
bination back gauge and switch release. Model B5E3 is a 


semi-automatic electric stapler. A foot or knee-operated ma- 
chine, it is actuated by a small switch which may be placed on 
the floor or mounted under a Every light tap 
of the knee on the switch drives a staple. Bostomatic 
staplers handle up to 36 sheets of 16-lb. bond or mimeograph 


desk or table. 
foot or 



















C 





paper with no adjustment required for different thicknesses. 


The operator has both hands free to handle the work. 


Game Chests 58 
Two colorful Game Chests have been 

introduced by Victory Manufacturing 

the additions to its 

broad line of plastic game items. Col- 


Corp. as newest 
lecting a number of the most popular 
adult games two big-ticket, big- 
profit game packages, Victory has 


into 


given both of them smart, modern- 
design box covers to boost impulse 
sales. A Standard Game Chest No. 
2052 includes: A full 8 inch roulette 
wheel with paper layout and _ rules; 


Staunton shell chessmen; game tray; 100 poker chips; 30 solid 
checkers; 5 dice; playing board for chess, checkers and_back- 
gammon; chipboard display box designed for easier handling and 
instructions for all games. The Deluxe Game Chest 
No. 2054 also includes weighted and felted chessmen; two decks 
of playing cards; larger playing board; a_high-style chipboard 
Suggested retail prices are $6 and $10. 


slorage; 


box wrapper. 
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Self Stick Badges 


NEW PRODUCTS 


59 
These “Hello! My Name Is” pres- 


sure sensitive badges are suggested 


tapes, special reference design, etc., all pre-printed on tape. De- 
signed to further assist the engineer, draftsman, artist, layout 
man and statistician, the company is introducing a selection of 
15 colored matte surface tapes that are completely non-reflecting 
and may be written on with pen, pencil, or most any standard 





is available by 





for outings, houses, 
meetings, floor personnel, etc. With 
no pins, no strings, the badges are 
removable and New 
packaging in pre-counted lots plus 
modern display are said to increase 
convention badge sales. Retail price 


parties, open 


re-usable. 


per badge is approximately 3 cents. 
Complete information is offered by 
Carr Plastics Corp., 3407 Prospect 
ts Ave., Cleveland 15, Ohio. 





Collator 60 














marking device. These new tapes are available in the seven 
standard widths; 1/32 inch to 1 inch. 


62 


Swivel action sign frames for at 


Sign Frames 


tractive, permanent, low cost instal- 
fold back against the 
then 


lation merely 
wall 
immediately be returned to proper 


when bumped, and can 


position. Made of heavy extruded 





polished to a 
Heavy transparent 


aluminum sections 
high luster, it has screws of stainless steel. 


Vinyl sheet is used instead of glass. All frames are individually 




















ding, Monterey packed, including installation screws and instructions. Six standard 
; A new automatic office collator which sizes, and special sizes are readily available as well as matching 
gathers duplicated sheets into sets at a frames for flat wall mounting. It is made by Milligan Corp 
rate of 6,000 sheets per hour has been . 
56 announced by Thomas Collators Ine. Retractable Knife 
entry in the The company says the new unit “fills American Wood Type Mfg. Co. has 
1 is this plastic a need in small, medium and large com- pm introduced a safety retractable graphic 
d_ special grip. mercial businesses, private industries arts knife. The knife looks exactly like 
with an extra. and institutional organizations for an a ball point pen and works the same 
and a textured accurate high volume collator where a way. You press the plunger at top to 
retractable and large capital outlay for equipment is extend the razor-sharp bevelled knife. 
e Lightning, ij not justified.” Press again and the knife retracts, safe- 
Ss. Two other ly sheathed in the handle. It comes in 
at 45° cents Matte Surface Tape 61 a plastic pocket with an extra refill 
cents without ACS Tapes, Inc. of Newton, Mass. (formerly American Chart blade. The Graphic Arts Safety Knife 
sharp Pen Co. Service, Inc.) has expanded its line of self-sticking tapes to in- and refill blade in plastic holder will 
Parker Pen Co, cude plant layout symbols, newspaper and advertising border sell for $1.75 complete. 
-_ .. Peer . ‘ 
on this month 
e said to per- 
ly, uniformly, 
tic is particu- Lal ® 
Model no the WICtOr e€st- sale 
Model B5E2 
. Staples are ge * . aa 
rt oe ae Certified Fire Protection for the Home or Office 
d OHS is a 
-operated ma- Now is the time to promote and sell the low-cost Victor Chest-Safe 
_be placed on for use in your customer’s home or office. Here’s a practical Certified 
7 Fire Protection unit that bears the Underwriters’ “‘D” label as well as 
e. Ss P . . . . 
. an the SMNA 1 Hour label. Offer your customers 4 different interior 
mimeograph ¢ S 
t thickness arrangements, any of 4 colors, and a choice of combination or key lock. 
wok It’s high in profit for you and low in cost to your customer — in fact, 
lower than any Underwriters’ Laboratories labeled safe on the market. 
58 Ask your Victor salesman or mail this coupon for complete 
information on the Chest-Safe and FREE dealer sales aids. 
poo occccr rr 
| Victor Safe & Equipment " 
. Remington Rand Division of Sperry Rand Corporation 
315 Park Avenue South, New York 10, New York 
| Please send me complete Chest-Safe information. 
| 
| Name. einige hie ee eee ee 
| 
ips; 30 solid Company ——_—__—_———— 
s and back- When you demonstrate a certified Victor Chest-Safe, 
handling and you are offering your customers a top quality prod- l Address oie nD as 
Game Chest uct that is certified to protect its paper contents | 
1: two decks for a period of one hour in heat reaching 1700° F., | 
le chipboard or for a period of one-half hour at 2000° F. City_ an ee ee eee 
10. ’ ‘ . 
--- for more details circle 183 on last page 
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NEW PRODUCTS .... . 


“Shock Absorber” Ball Pen 64 

Waterman Bic Pen Corp. is introducing 
what it terms a revolutionary new ball pen 
to America. It is the “Big Click,” 


a non- 














refillable pocket pen selling at 39 cents. 


Special features include mono-block con- 


struction, visible ink supply, complete use 
of all ink in the cartridge, plastic clip which 


is an integral part of the barrel and a 
spring mounted “shock absorber” action 


which allows the point to go up or down 
according to the pressure put on it. This last 
feature prevents hand fatigue of writer's 
cramp. It also permits the shading of letters 
with thick or thin lines. Bic pens originated 
in France. They have broken sales records 
throughout Europe, Africa and South Amer- 
ica, making Bic the world’s largest selling 
pen — more than 1,500,000 per day — the 
company says. A year ago Bic purchased 
the Waterman operation in the United 
States. The Big Click is being introduced in 
New England, New York New 
Jersey. It will be launched later in other 
markets throughout the country. It comes 
packed three dozen in a display pack which 


state and 


occupies less than seven square inches of 
counter space. 








Lightweight Offset Paper 65 

Development of a 
paper for offset 
half the weight 
set duplicating 
nounced by 
Mathieson Chemical 
new “Waylite” paper was de- 
veloped in an research pro- 
gram to fill a need for lightweight offset 
luplicating paper created by higher postal 


lightweight 
duplicating—said to be 
of current standard off- 
papers—has been an- 
Papers, Olin 
Part of the 


special 


Ecusta Fine 
Corp 
line, the 

accelerated 


rates. 


Marking Device 66 

A marking device : F é : 
called Dri Mark 
with a suggested 
retail price of 39 
cents is. available 
in a_ throw - away 
container from Dri 
Mark Products, Inc., 
Mt. Vernon, N. Y. 
The 
markers are said to 
be waterproof, rub 
proof, 


new felt tip 


spilling 
and non-toxic. A 


non 


new bevel seal cap r. 
offers instant starting and the marker can 
be used on paper, wood, stone, glass, metal, 
leather, plastic, fabric or foil. It 
able in 14 


is avail- 


colors. 






Smoking Accessories 


A new smoking 
stand has a wrought 
iron base’ which 


measures 22” high. 
The removeable ash 
tray comes in either 
brass or copper. 
The tray measure; 
7%” by 8%”. Sug- 
gested retail price is 
approximately $12.- 
50. This stand and 








75 other smoking 

accessories are il- 
lustrated in a current catalogue availgb, 
free on request from Maison Gourm 


1170 Broadway, New York 1, N. Y. 


Mail Inserter 68 
New push-button mail room equipme: 
by Bell & Howell Phillipsburg Co, ; 
cludes unit that features a_ nesting 
which automatically feeds 
and “nests” others inside jt- 
such as placing one or many items int 
a booklet or an _ off-folded letter. Th 
flexible Phillipsburg Inserter then stuf 
all of this now collated and nested mate 


one 
operation 
closures 


them, meters 
postage if desired, stacks and counts y 


rial into envelopes, seals 
to 6,000 mailing per hour. The nesting fe 
ture will be optional on all models of a nes 
Expediter Mailmaster of th 
Phillipsburg Inserter. 


and series 








COUNTER DISPLAYS 
Help you Stimulate 


Eye-Stopping 


Extra Sales! 





Holes You 


SELL MORE... 
MAKE MORE! 


Advertising to Professionals 


LEAD 
POINTER 
DISPLAY 

No. 5555D 


Counter 
“Kleen-Point™ Pocket-Size lead 
pointers. Practical design with 
dependable construction, guar- 
ontees a true point every time, 
Retail 

Cost... 
PROFIT 


disploy holds 12 


$22.00 


$ 8.80 





and Students has made the 
Alvin name well known and 
respected for quality drawing 
instruments 


ONE SOURCE... for all your 
Drawing and Drafting Supplies 


@ ENGINEERS @ ARCHITECTS 
@ DRAFTSMEN and STUDENTS 


LOOK TO ALVIN FOR QUALITY 


Drawing Sets 


Attractive TECHNAPEN easel 
display holds 12 pens. 
fine to extro brood nibs . . . 

designed for high-speed pre- 
cision pen work. 
Retail 

Cost 

PROFIT 


TECHNICAL FOUNTAIN PEN 
DISPLAY No. P395D 


. $13.20 | 


Super 











Drafting Instruments 
Designing Aids 
Drafting Materials 
Drawing Equipment 
Measuring Devices 


\_ “Quality at the 
ALVIN Right Price’ 


ALVIN & COMPANY, INC., WINDSOR, CONN. 


Importers @ Manufacturers 





40 % Discount on all displays. . . 
quantity discounts on request. 


Write for Free Display Brochure 

... describes over 2 dozen differ- 

ent Counter and Woll Displays to 

help you sell Alvin. 

~Free Ready Reference Chart... 
helpful soles cid, lists hundreds of 
Alvin's most popular items. Fully 
Wustroted. 


@ Distributors 
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FOUR ACES 
_ that help in any # 
- business, deals 


Crimpgrat 

TRANSPAR 
CRIMPED SIGNALS 

for Protected Visib 














le Cards 





Graffco SIGNALs 


There's one best signal for each 
kind of record housing . . . and 
Graffco makes them all. A_ full 
variety of colors, shapes and sizes, 
to classify, remind, warn or call for 
action. Close your ‘‘system" sales 
faster with practical demonstrations 
of how they come to life with 
Graffco Signals. 
GEORGE B. GRAFF CO. 
54 Washburn Avenue 
Cambridge 40, Mass. 
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An inexpensive solution to office 
supply shelving problems is offered 
in Erecta-Shelf, made by Metropoli- 
tan Wire Goods Corp. Erecta-Shelf 
assembles quickly without nuts or 
bolts. It “knocks-down” and _ reas- 
sembles just as easily without spe- 
cial tools or skills. Slender, but 
strong chrome steel rods provide 
shelf space without the usual dust 





collecting surfaces. 


Coffee Break Timer 

A new timing unit called Versatimer 
serves as a control measure for office 
managers and foremen to prevent abuse 
of ccffee time breaks. It is a self-con- 
tained unit that accurately times cof- 
fee breaks. A buzzer sounds to start the 
break and at the end of the alloted 
time, the buzzer automatically sounds 
once again. Further information and 
prices are available from The Versatile Tool Co., 122 Heywood 
Ave., Springfield, Mass. 





Combination Mailer 71 
To help the mailer beat postal and printing cost increases, 
Transo Envelope Co. has developed a new combination mailer. 
Called the Transo Triple-Duty, the piece is an outside envelope, 
letter, circular, order form, and reply envelope —all in one. It 
is printed, assembled, and folded by the manufacturer 





and is 
delivered to the mailer sealed. The user needs only to address 
the pieces, and they are ready for mailing. The manufacturer 
points to lettershop economies in the elimination of collating, 
inserting, and sealing. Special papers and sizes can be arranged 
for. Minimum order is 10,000. 


Feminine Ball Pens 72 

Eversharp has bolstered its line 
with the addition of three fem- 
inine pens. To augment its basic 
pen, the Fountain Ball ($1.49), 
Eversharp has designed the “Teena” 
($1.29), the “Gamin” ($1.95), and 
the “Tiara” ($2.95). The latter 
two are small, compact pens de- 
signed for purses or small feminine 
pockets. 





Caster Line 73 

A new low priced line of hooded casters 
is being introduced by Master Manufactur- 
ing Co. Maximum protection against caster 
wheel scuffing of hose and shoes is their 
purpose. Designed for office chairs and 
home and office furniture they are made in 
all of the stem models for woods, tubular 
base, aluminum and steel base chairs. The 
hoods, with a high nickle finish, are avail- 
able with 2” soft and hard tread, and also 
2” Soft Gray Non-Marking wheels. 
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3. Snap out carbons and copies are ready for routing. 


Here’s the New, 
Modern Way to 
Make Carbon Copies! 


+, Sl 








SIMPLE ¢ FAST * CLEAN 


Mr. Dealer: Give a sample of CARBONSETS to a 
few of your customers. You'll be amazed at how 
quickly they'll be back with orders. Write for 


sample kit. 





Write Dept. MS460 


The TYPERITE Corp. 
21 State Highway 10 


Hanover, New Jersey 





--- for more details circle 188 on last page 




































NE relies 6 6 0 


(Continued from page 51) 
Trade Group Wars Against 
Objectionable Greeting Cards 
The Greeting Card Association, trade 
organization representing America’s lead- 


ing greeting card publishers, has declared 
war on objectionable greeting cards. 

In a strongly worded resolution of the 
group’s directors point out that The 
Greeting Card Assn. has consistently op- 
posed the production and distribution of 
all types of objectionable greeting cards, 
namely, those which do not conform to the 


accepted standards of good taste, good 
morals and good social usage. Recogniz- 


ing that the continued publication of some 
highly offensive greeting cards now on 
display is directly against the public in- 
terest, the Association has pledged its ac- 
tive co-operation with all law enforcement 
agencies, federal, state and municipal, to 
the end that all such objectionable greet- 
ing cards may be removed from the mar- 
ket, and that all persons publishing or dis- 
tributing such cards be prosecuted under 
any and all available laws. 

S. Q. Shannon, executive director of the 
organization, said when the 
was founded in 1942, its members unani- 
mously adopted a creed which states: 

“We, as creators, producers and dis- 

tributors of greeting cards for all oc- 


Association 





casions, pledge ourselves at all times 
to produce and distribute only those 
greeting cards which in format, senti- 
ment and design conform to the ac- 
cepted standards of good taste, good 
morals and good social usage.” 
Recently, he 
scrupulous sources have marketed obscene, 
nasty, and 


said, a number of un- 


greeting 
cards that have brought down the wrath 


sacrilegious so-called 
of right-thinking people everywhere. 

As a first step in the aggressive pro- 
gram to clean out the “bad apples,” the 
Association has offered its co-operation to 
D. H. Stephens, chief inspector, U. S. Post 
Office Department, Washington, D. C. In 
his acknowledgement, Mr. Stephens ex- 
pressed appreciation for aiding the Post- 
master General in his efforts to keep the 
mails free of obscene and 
matter, 


pornographic 
He also requested that the As- 
sociation refer any objectionable greeting 
cards to him, stating that postal inspec- 
tors would take prompt and appropriate 
action on them. 

The campaign will be continued indefi- 
nitely because the Association feels that 
the greeting card industry cannot jeopar- 
dize the high regard and wide acceptance 
of its product as a distinctive means of 
sentimental communication by 
objectionable 
checked. 


To expedite the campaign, The Greet- 


permitting 


greeting cards to go un- 








602 


TOP-BOARD SIZES: 


No. 602-1—23"x31” 
No. 602-2—24"x36” 
No. 602-3—31"x42” 
No. 602-4—38"x48” 
No. 602-5—38”"x60” 
No. 602-6—38”"x72” 
No. 602-7—44"x72” 


Maximum 4212” high. 





ANCO WOOD SPECIALTIES, 





71-08 80th Street, Glendale 27, New York 


aZico 


BILTRITE PEDESTAL TABLES | 





PREFERRED by AGENCIES and STUDIOS 


New...steel end channels for more ac- 
curate draftsmanship! The first table to 
feature a full-length guard rail and ser- 
rated arcs on size 38” x 48” and larger. 
Two stabilizing wheels plus easy grip : 
handwheel provide fast and easy tilt and 
height adjustment. Minimum 3234” to 





INC. 
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ing Card Association solicits the intergy 
and co-operation of civic, social, and pub. 
lic service organizations, as well as exegy 
lives, sales representatives and employes 
within the greeting card industry. It m 
quests that you send examples of all types 
of objectionable greeting cards, along with 
information as to their origin, directly {g 
The Greeting Card Association, 30 Rocke. 
feller Plaza, New York 20, N. Y., fo 
prompt action in referring such cards ty 
the proper authorities. 


New Catalog Issued 

Ivan Allen Co., Atlanta, has released q 
216-page, special 60th anniversary edition 
of its office supplies catalog. It marks the 
sixth such publication since 1950 and 
rounds out the company’s complement of 
current catalogs. A Catalog of Office Furni- 
ture and a Catalog of Technical Supplies 
were published earlier. 

Fifteen hundred plastic-bound copies of 
the new volume will go to key accounts 
and 12,500 copies are being distributed to 
accounts throughout the Southeast. 


Dealer Aids Announced 

Envelope stuffers and other dealer aids 
are part of the 1960 merchandising pro- 
gram outlined at a recent three-day meet- 
ing of the national sales staff of Richard 


Best Pencil Co. 
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California Stores Move 

into Larger Quarters 

Barwick’s Business Machines, Inc., and 
Stationery Store of Napa, Calif., 


Dutton’s 
formerly housed in separate quarters, have 
ointly ‘upied a larger store building at 


Main an! Brown Streets in Napa. 

The joint headquarters marks a new 
in the history of the two firms, 
gan in 1945 when Henry E. Bar- 
Dutton’s Variety Store. 
variety items was 


milestor 
which | 
wick p irchased 
(riginal emphasis on 
shifted 
the Barwick Business Machines firm was 


to stationer’s supplies and in 1951 
established. Today the joint operation is 
described as “the most complete stationery 
and office equipment outlet” in San Fran- 
cisco’s North Bay area 

Mr. Barwick’s son, Robert, is associated 
with him in the business as partner in the 
Dutton firm and as secretary and general 
nanager of Barwick Business Machines, Inc. 
Though consolidated in the same location, 
both stores are retaining their own names. 
Earl F. Howard and M. F. (Woody) Bello 
are also officers in Barwick Business Ma- 
chines, having purchased their interest out 
of profits above their regular salaries. Mr. 
Howard is vice president and service man- 
ager: Mr. Bellow is treasurer and 
manager. 

Mr. Barwick is a veteran merchandiser 


sales 
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A superb writing instrument! Attractively styled wood 
barrel finished in red and blue with gleaming brass 
nosepiece. As inexpensive as a disposable pen, yet re- 
fillable. Packed a dozen to a self-selling display ‘box. 
Refills in individual envelopes. Write for leaflet. 


WRITES BEAUTIFULLY ! | 
40) Sy (ele): Bloomsbury, N.J N.Y. Phone BAy 
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who began work in 1907 as an errand boy directors were A. H. Best, Richard Best 
for a San Francisco department store. He Pencil Co.; Merrill Hassenfeld, Empire Pen- 
has been in Napa since 1936. cil Co.; W. C. Rucker, 

Cedar Co.; Oscar E. Weissenborn, General 


Commonwealth 


¥ Pencil Co.; Newell A. Augur, Wallace 
Joins Canadian Company : Pencil Co.; Louis M. Brown, Ebenhard 
Charles W. Monk, president of Monk Faber Pencil Co.; William E. Danjezek 
Office Supply, Ltd., Vancouver, British L. & C. Hardtmuth, Inc.; and Richard 


Columbia, announced recently that R. E. cil Te Bleu eee eee 
Fugler, former vice president and general 
manager of Inc., of Canada, 


has acquired an interest in the office sup- 


Eversharp, 
Sales Record Set 


ply and stationery company. The company The dealer division of Clary Corp. last 


moved recently to new and larger premises vear sold the greatest number of business 


at 1010 Government Street, where empha- machines and achieved the highest dollar 


sis is placed on commercial stationery, of- volume in the company’s history, A. F. 


fice furniture and equipment. Store lay- Sammet, vice president, wholesale sales. 


out is similar to that of the model store 
at the last NSOEA convention. 


informed 16 district dealer managers at 
their annual meeting recently. 
both 


than in any 


Domestic 


through dealers in November 


and December were greater 


sales 


Pencil Makers Re-elect 
Atkinson Persident 
Frank G. Atkinson, 
Joseph Dixon Crucible Co., 
elected president of the Lead Pencil Manu- 
facturers Assn., a trade group whose mem- 


previous month 


president of the 
New Plant for Eisen Bros. 
Bros., Ine., maker of 


wood and modular 


has been re- 
Eisen Funda- 


mentals, steel office 


bers produce an annual volume of a bil- furniture, and of the Nathan Hale line of 
home furniture, has acquired the former 
Reddington Carrolton, 


Production will be increased by about 


lion and a half woodcased pencils. 
New vice president is Rolf J. Thal, vice 
president of Eagle Pencil Co., and the new Ky 


Corp. factory in 

plant, which has 
150,000 feet and is 
manufacturing 


secretary-treasurer is Lawrence S. Levine, 25 percent in the new 
president of Reliance Pen and Pencil Corp. 


Clyde T. 


vice president. 


a production area ol 
fifth of the 


Nissen was re-elected executive the Eisen 


Named to the board of units. 


m 8 6€6©6COKOH-I-BALL 
double-ender 


BALL POINT PEN 


HOOKRITE CHAIR MATS 


f- y COMPETITIVE PRICES — 
Cole PROMPT DELIVERY 










WRITE FOR \\ 


DEALER 
LITERATURE 


AND PRICES 


Meets Government Specifications — Fabricated from 
+" Tempered Hardboard with rounded edges & corners. 
Stocked in Natural, Green, Gray and Mohagany. 
PRODUCTS CORP. 
49 EMPIRE STREET * NEWARK 5, NEW JERSEY 


xy 7-4865 N. J. Phone Bigelow 2-2343 


bokeh @ aha - 
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Credit Group Elects 
Officers at Annual Meet 
Officers elected at the 1960 annual 
meeting of The Stationers and Publishers 
Board of Trade include William Rossway, 
J. Wiss & Sons Co., president; Scott 
Foster, Dennison Mfg. Co., first vice 
president; and G. Fred Griffiths, Jr., 
Noesting Pin Ticket Co., second vice 
president. Edward O. Kallmann remains 
executive vice president and _ secretary- 
treasurer of the credit association. 
Others elected to serve on the board of 
trustees are Elliott F. Abbott, Carter’s 
Ink Co.; Thomas E. Bridges, Jr., S. P. 
Richards Paper Co.; John Dawson, Na- 
tional Blank Book Co.; Seymour Fried- 
man, Art Steel Co.; F. E. Gillen, Eastern 
Tablet Corp.; R. A. Gillice, Rockwell- 
Barnes Co.; Glenn N. Jolly, The Gibson 
Art Co.; Charles A. Long, Permacel; Paul 
> . ae ag en 
eee eer ete Biggest Clary dealer order in the business machine company’s history is concluded with Type. 
“ 2 Jog : a? . writer Exchange, Flint, Mich. Participants, left to right, are R. J. Zuckermandel, Clary distri¢ 
Fireproofing; C. A. Roach, Scripto; Rus- dealer manager; Ron Ballard; owner Clare Ballard; and Don Dunkelberg, salesman for the 
sell L. Singer, Koh-I-Noor Pencil Co.; 


dealer. ‘Several hundred machines were involved,"’ Clary officials said. 
Kenneth V. Smith, Eberhard Faber; — — 


Joseph M. Tatem Cooks’ Inc.; Joseph P. rum & Pease, now retired, was elected an 

Templeton, Joseph Dixon Crucible Co.; honorary trustee, joining H. W. Arm- 

and B. E. Van Dyke, The Esterbrook strong of Dixon and R. A. Jonas, Jr., of 

Pen Co. Oxford Filing who are also honorary trus- 
R. Lawrence Unser, formerly of Boo- tees. 


The agency is “an association of manv- 
facturers in related industries organized for 
the protection of credit, and to promo 
and serve the mutual interests of members 
and their customers.” 








The 25th 


Anniversary 
“Mite” Scales 


PRICE 


95 


EACH 


$ 


4 LB. PARCEL POST 
1 LB. POSTAL 





We’re Proud to state that in all 

SIZE the years we have built the 
4°xA"x4 YA" TF sMite’ — “No Mite has ever been 
returned becouse of inaccuracy.” 





@ The 1960 ‘Mite’ is furnished with o new silver and maroon 
dial, not to distinguish it from its predecessors, but, be- 
cause it is more legible, and looks better. 


@ New 1960 rate chart, face plates for all previous ‘Mite’ 
Scales are available for 50° less your regular discount. 
Remember! no tools or adjustments needed when you 


i ial --- better stock | ‘ ERE a ; 
install o new dial better stoc - RULERS @ TRIANGLES @ NAVIGATIONAL INSTRUMENTS © STENCILS @ PROTRACTORS @ OTHER DEVICE 


B-T CO. INC. | Hi halite lini 


Y © MILWAUKEE 2, WISCONSIN 
ee ea mA RYFEORD, CONN 
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This large group of independent dictating machine dealers assembled 
at the Sheraton Towers in Chicago recently for a two-day central 
region sales training clinic. Lee B. Sterling, regional sales manager 
for DeJur-Amsco Corp., directed the clinic for Stenorette sales re- 
presentatives from 67 firms. 


If You're An Average Dealer You Can 


Sell A SENTRY’ | 
Every 30 DAYS 


$680 Yearly Sales From $57 Inventory! 


Yes, Sentry dealers average 12-times-a-year 
turnover . . . gross $680 from $57 invest- 
ment. A floor model does it, because Sentry 
drop ships to order. And Sentrys sell for /ess 
than half as much as average competitive 
safes, yet return you full profit. 






Model S-C 





Big-safe features include Ver- Model S-3 

miculite insulation, built-in 3- — syg. List Sentry S-3 safe plus con- 

pager eee ek ton? se —— 
an. vault type ioc ar, ine mahogany, wain or 

drawers. U.L. “C” label. Write $7995 blond wood. Suggested 


for details. list $119.95 


JOHN D. BRUSH & CO., INC., 580 West Ave., Rochester 11, N.Y. 
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pride... 


of ownership with 
Greater efficiency... 
Bigger profits... 
More flexibility . . . 
is yours with 
SAGINAW STEEL 
STORE FIXTURES 

for information write to 


SAGINAW INDUSTRIES CO. 


L 2119 S. Jefferson @ Saginaw 25, Michigan 








--- for more details circle 167 on last page 


MODERN STATIONER, APRIL, 1960 











Conn., to annou 


Pictured are Janice Baumann, Kelsey interior designer; 
mond; Jack F. Emhardt, 
Sidney L. Wheaton; Mrs. Donald Oswald; Hulstead 


Bretton Schorer; 
Hull; Robert G. 


Scene at Open House held by W. E. Kelsey & Sons, Inc., 





Hartford, 
nce addition of Columbia and Hallowell lines. 
N. T. Drum- 
Columbia-Hallowell general manager; Mrs. 


Irving; Harry Peterson; and Ralph L. Elkins, vice 


president of W. E. Kelsey Co. 





















= 
APEX 


540 P 


SNAPEX TAX & STOCK 
BUSINESS FORMS MANUFACTURERS 





(Continued on page 84) 





W-2—Approved Federal, State and City wage 
tax reports for processing in one operation. 
Forms specifically designed for NCR, Bur- 
roughs, etc. 

STOCK FORMS—invoices, Bills of Lading, Pur- 
chase Orders, Expense Reports, Speed Letters, 
Credit Memos, etc. 

You accept the orders—we do everything else 
under your name. Excellent profits. All forms 
imprinted or plain. 

IMMEDIATE SHIPMENTS right from stock 


Write for trade PROFIT-PLAN now! 
Serving the trade from Coast to Coast 


BUSINESS SYSTEMS 


FARL ST.. NEW YORK 7, N.Y. * Phone: BE 3-7133 
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Sells Faster Because 


It Works 


Fastest operating changer. Ad- 
justable barrels eject up to 5 
coins. Minimum weight and 


maximum rigidi 


solid-base design. 
ing device. Ideal for: 
Store owners, salesmen, route- 
men, ice cream vendors, laun- 
drymen, newspaper vendors, 
gasoline stations, restaurants, 
bakeries, transportation, etc. 


MONEY 
CHANGERS 

















Faster! 


ty. Exclusive 
Safety lock- 
small 


4 Tube Model (Illus.)—$5.75 List 
Also available—3 and 5 Tube Models 





Write Dept. C for Wholesale 
Prices and Descriptive Folder. 





J. L. GALEF & SON, INC. 


85 Chambers Street 
New York 7, New York 


--- for more details circle 132 on last page 


83 








Views continued from page 83 











Engineers at the Mosler Safe Co. are con- 
stantly looking for new ‘“‘torture tests” for 
the company’s line of safes. When a circus 
troupe came along, one engineer suggested 
letting the elephants play with a small safe. 
This three ton Jumbo even used one for an 
“easy chair,"’ with no disastrous results. 





x Keyel. 


REGISTER 


REPEAT ORDERS 


ASSURED BY 
FAST SHIPMENTS 


STANDARD & CUSTOM 
REGISTER FORMS 


7 to 14 day shipments 
guaranteed 


a. 


carbon snap-cport forms 
for every business need 


cain shine ii 


disposable carbon 


REGISTERS 


COMPANY 































Cornelius Ryan, author of “The Longest 
Night,"" was honored recently by the Over- 
seas Press Club and special guests included 
many men who actually appeared in the 
historical book about D-Day. Louis Mer- 
lano, left, New England district manager 
for Facit, Inc., is shown discussing book 
with the author, center, and Gen. McAuliffe, 
then of the 101st Airborne Division. Mr. 
Merlano, one of the first to land on the 
beaches of Normandy, was interviewed ex- 
tensively while the author was collecting 
data on the invasion. 





--- for more details circle 165 on last page 





















Frank O'Brien, J. J. O'Brien & Son, and 
Edward J. Healy, Wilson Jones New York 
area sales manager, look over a Copy of 
Wilson Jones’ latest catalog, just off th 
press. The new edition, carrying no jp. 
crease in prices, contains a number of ney 
features and was prepared at a cost of 
about a half-million dollars. 





On Best 
Seller Lists 
Year 

after Year! 


Year after year Phillips ALL OCCASION 
Address, Date and Finance books at $1.00 
retail go their merry way . . . the top selling 
books of their kind in the country. They're 
work horses for steady reliable solid profits 
yet when bright merchandising men throw real 
promotion behind them, sales and extra 
profits are exciting and substantial. Order 
direct today. 

















Also available in four colors... 
a complete line of Deluxe editions at $2.50. 


52 Hunt St., Newton 58, Mass. 


ALSO: 225 Fifth Avenue, New York City and at the Merchandise Marts, Chicago, Dallas, San Francisco 
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Standard Forms Catalog A 
catalog of standard Redi- 
fixt business forms is available from Con- 
glidated Business Systems, Inc., Dept. P, 
400 Jersey Ave., New Brunswick, NJ. 
The brochure describes illustrates 
than 380 includ- 


A new 20-page 


and 
time-saving forms, 
W-2 tax forms, in- 
lading, checks, 


more 
ing purchase orders, 
bills of 


memos and continuous forms. 


voices, voucher 


credit 


filing Supplies Catalog B 
Oxford Filing Supply Co. has published 
60-page 1960 Catalog 
filing systems, 
and equipment. With 24 
$6 pages of prices, stock numbers and _pro- 
first 


listing the 
supplies 


its new 
complete line of 
pages in color, 


duct information, it represents the 
complete listing of Oxford Pendaflex and 
General Line products combined in one 
edition. 


the dealer at 


Imprinted copies are available to 
nominal cost. 


Drafting Guide C 

Alvin’s booklet, 
and Drafting Aids,” 
architect, 


new “Tips-Techniques 


for instructor, student, 
artist or draftsman, con- 
tains 32 pages of illustrated, helpful hints 
Priced at 50 cents, the booklet 


into the following classifications: 


engineer, 


is divided 

Helpful 
Drawing Techniques, Simplifying Drafting 
Practices, Protecting Prints and Drawings. 
Tips for Drawing Lines and Curves, Modi- 


fying Equipment for Extended Use, and 

Getting the Most from Drawing Instru- 

ments. 

Partition Catalog D 
A 12-page catalog describing the 1960 


line of moveable walls and portable parti- 
made by GR Products, Inc., 2417 
Eastern Ave., S.E., Grand Rapids, Mich., 


has been announced. The catalog includes 


tions 


construction and installation data, dimen- 


sions, colors, accessories, cutaway photo- 
graphs and diagrams to describe the com- 


plete line. 


Promotional Steel Furniture E 
A promotional line of files, desks, 


conibination 


steel 
storage cabinets and units is 
described in a four-page folder issued by 
K & C Metal Products Co., 1005 Greene 
Ave., Brooklyn 21, N.Y. Descriptive in- 
formation on each item includes construc- 


tion details, colors, weights and dimensions. 














SOMETHING 
NEW 


IS HATCHING IN 
FILING SUPPLY 
Merchandising 


Pic-A-Pack 


POLY-PACKED 
SELF-SERVICE 


© FOLDERS 
© GUIDES 


© INDEX CARDS 
AND GUIDES 


FREE COUNTER | 
_ DISPLAY WITH | 
STARTER ORDER 


At last — real profits in the small filing 
Merchandise stays fresh . . . always in view in clear plastic 
package — invites impulse sales from ‘smaller quantity” 


buyer with minimum effort on your part. Attractive low prices 
—greater sales and profits for youl Ask for complete details. 


IMPERIAL METHODS CO. 
Forest Park, Ill. 





supply order! 


in pink, yellow, 
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luxurious and unusual 
blue, 
packaged in display box. 


Colonial Candle (0. of Cape Cod, Inc. 


HYANNIS, MASSACHUSETTS 


Chair Bulletin F 
A colorful, new bulletin on steel office 
chairs has been issued by Luxco, Inc It 


illustrates and describes their premium line 
arm and side chairs 
offered to the trade at budge 
prices. A large selection of s of 
fered Ask for Bulletin No 
Inc., 100 King St., 


of executive, secretarial 
that are 
fabr cs 
1641. 
Wis 


Luxe 0, 
Lat rosse, 


Addressing Equipment Catalog G 

Addressing Machine & Equipment Co., 
326 Broadway, New York 7, N. Y., has 
publishe 1 a special 40th anniversary cata- 
log illustrat- 
many re- 


and three colors, 


n 24 pages 
ing and describing in full the 
built 
company, 
ment Store 


and new machines carried by the 


itself the “Depart 
Machines.” 


calls 


of Office 


which 


Desk Catalog H 
illustrated 
cribing features of Columbia office furniture 


A new 24-page catalog des- 


and equipment is available from A. W. 
Scott, Columbia-Hallowell Div., SPS Com- 
pany, Box 631, Jenkintown, Pa. The 


“General Desk Catalog” 


tions for various furniture 


contains specifica- 
groups, as well 
as standard and optional special features. 
There are “color 
and on the Ample 


knocked-down or 


sections on Columbia’s 
harmony” 


desk, 


assembled. 


service new 


available either 





REAL GLAMOUR FOR 
PATIOS AND POOLS 


POLYNESIAN GARDEN LITE 


When placed around the patio or floated in pools they give a 


5,” wide, 4%” high 
red and white. Individually 


decorative effect. 
light green, 


--- for more details circle 121 on last page 
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ROBERTS FOR 
SALEABILITY 


(Since 1889) 


Model 95 


ments 


Five move- 
consecutive, 
duplicate, triplicate, 
quadruplicate and re- 
eat, controlled by a 
ocking dial. Smooth 
balanced action, 6 to 
11 wheels, rugged and 
flexible. One of a full 


line of famous Roberts 
machines 


numbering 





Model 90. You dial 
the action wanted (up 
to 13) on outer circle. 
Inner circle tells num- 
ber of ,impressions run 
of so 3 standard 
movements. Write Ro- 
berts Numbering Ma- 


chine Division, Helle: 
Rober ts Mfg. Corp 
700 Jamaica Ave., 


Brooklyn 8, N. 





HELLER ROBERTS 


Manufacturing Corporation 
--~- for more details circle 143 on last page 





t 


it’s brand new! P 
THE FASTEST-SELLING 
OFFICE APPLIANCE 
OF 1960! 








‘REDMAN’S 
WOMBAT LETTER OPENER | 
Here is the perfect letter opener for 


the 95%, of customers that are 
still nin eir letters with the 
old-fashion a “mutilating-blade" let- 
. ter openers. ~~ 


The WOMBAT opens 40 to 50 letters 
a minute quickly ... easily... w 
out mutilating contents. Uncsaditien- 


ally Guaranteed” for 5 years, the 
WOMBAT retails for only $29.95. _ 
Regular dealer discounts apply. 


For complete information and price 
list . . . write, wire or phone . 
The REDMAN COMPANY 


Dept. 5-4 - Phone: AVenue 3-0322 
6028 N. Cicero Ave. Chicago, il. 


*Prices slightly higher West of the Rockies 


Alaska and Hawaii. 
--- for more details circle 160 on last page 
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Office Machine Accessories I 
1960 Price List for Hennus of- 
fice machine covers and pads is available 
from Hennus Co., 43 West 16th St., New 


A new 


York 11, N.Y. It includes cover swatches 
in the various materials and colors avail- 
able. Imprinting is free on orders of 100 


or more covers and a self-service, rotating 


display stand is free with orders for $25 
worth of individually packed covers. 
Color Pencil Techniques J 
A new, colorful 16-page booklet, detail- 
ing the “Paint With Pencils” technique em- 
ploying Mongol colored pencils, is being 
distributed by Eberhard Faber Pen and 


Co., Wilkes-Barre, Pa. 
The booklet has exact color reproductions 
of the different steps in the processes and 
of the finished products. 
of the booklet are free to 
dealers in conjunction with orders of Mon- 


Pencil Crestwood, 


Limited quanti- 
ties available 
gol colored pencils or for special promo- 
tions of the line. Company ads offer the 
booklet to consumers for 10 cents a copy. 


Carbon and Ribbon Catalog K 


A new Loose Leaf Carbon and Ribbon 
Catalog and Data Book is available to 
dealers handling Carter’s carbons, ribbons 


and duplicating supplies. It shows how to 
diagnose the user’s requirements and _ pro- 
vides the product 
get orders. The 
quantities to equip the dealer and his en- 
tire force. For the 
Carter’s Ink 


knowledge needed to 
g 


catalog is available in 
sales 
write The 


42, Mass. 


needed supply, 


Co., Cambridge 


Advice on Store Signs L 

A colorful brochure containing advice on 
how to choose a sign for a place of busi- 
ness is offered by 
Co., Dept. 66, 
Philadelphia 30. 
it is important 


Amplex Manufacturing 
2325-31 Fairmount Ave., 
The folder points out that 
to obtain the 


proper sign 


— one properly identifying the place of 


business and suiting the personality of the 


business. Plexiglass letters in various fonts 

and other sign materials such as_ stock 

product replicas are shown. 

Sales Training Booklet M 
“Pen Pointers,” a six-minute treatise on 

“how to win customers and increase prof- 


its,” has been published by the W. A. 


Sheaffer Pen Co. for distribution to re- 
tailers and their sales personnel. It in- 
cludes tested selling sentences for retail 


sales people. Copies may be obtained from 
Sheaffer representatives or by 
rectly to the sales 
Sheaffer Pen Co., Fort 


writing di- 
department, W. A. 
Madison, 


Iowa. 


Waste Basket Line N 

Over 40 distinctive designed oval metal 
waste baskets are featured in the new 1960 
Weinman Brothers line. A full 
lustrated catalog can be obtained by writ- 
ing to Weinman Brothers, Inc., 3260 West 
Grand Ave., Chicago 51, Hl. 


color, il- 
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Tips on Business Records 0 


“How to Read You 
, has just been published 


A new brochure, 


Business Records” 


by The Ideal System Co., publisher of 
simplified bookkeeping systems. Written 
primarily to help businessmen who haye 
little or no understanding of bookkeeping, 
it explains in digest form how to under. 


stand the six basic seciions of their business 
records: sales, expenses, accounts receivable, 
accounts payable, 


financial 


profit or loss statement 
It suggests what 
to look for among these figures, how to re- 
cognize danger signs and what to do about 
them. Brochure is free 


and statement. 


upon request to 
The Ideal System Co., 2437 W. Pico Blvd, 
Los Angeles 6, Calif. 
Ballpoint Catalog P 


Hanover Pen Co. offers a new two-color 
catalog illustrating their entire new line of 
ballpoint pens. A copy can be obtained 
by sending a postcard to Hanover Pen Co., 
Hanover, Pa. 


Furniture Catalog Q 

Cole Steel Equipment Co. has published 
a new 80-page catalog of co-ordinated of- 
fice Important buying in- 
formation is given on each item including 


furnishings. 


dimensions, weight, colors, materials and 

. . : " 
price. Data is also given on the Cole 
family 


of office machines. 








in the small or pri- 
vate office. Keeps 
wraps aired, dry 
and “in press” 


THe OAH ALR 


Replace crowded “hat trees” with ef- 
ficient S-6 Office Valets. Hold 6 coats, 
6 hats, umbrellas and overshoes in 
an orderly manner — large, single or 
double faced units accommodate 3 or 
6 persons per running foot—interlock 
to make racks of any length or ca- 
pacity. Strongly welded of heavy 
gauge furniture steel, never sag, 
creak or wobble. Beautiful modern 
baked enamel finishes. Sold by lead- 
ing office equipment dealers every- 


where. 
Write for Bulletin OV-740 


VOGEL-PETERSON CO. 
Rt. 83 & Madison St. @ Elmhurst, Ill. 


I 
A 
b 
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fyiture Reference Guide R 
What to look for in steel furniture and 
yores of other important questions are 
sgwered i @ handy reference offered free 
ne office e:uipment dealers by the Bentson 
‘ing Co., Aurora, Ill. Entitled 
Suggeste Specifications for Top Quality 
sjeel Desks and Filing Cabinets”, the eight- 
ge booklet not only provides basic con- 


Vanufact 


formation but also assists deal- 
ws making bids that must conform to re- 
wirements laid down by the customer. 
standard Bentson units are used as models 
‘tailed full page drawings. 


¢ruction 


r the « 


indexing Products Catalog S 

\ new 1960 Aico catalog of indexes and 
dexing products made by the G. J. 
\igner Co. contains 529 items on 28 pages. 
features include tabbed index pages, al- 
yha-numerical index, and comparative 
ymbers list. A product on the inside 
ever is provided for keeping price list, dis- 
ount sheet and other catalog informa- 
ion. Binding is black plastic, and a 
triking gold and black cover commemo- 
ates the company’s 50th anniversary. 


bookcase Literature T 

Hale Industries, Inc., Herkimer, N. Y.., 
ffers descriptive literature for its new 
\200 series of “Pocket Pleaser” wood book- 
ases. Included is information on prices, 
dimensions } and shipping weights. 


Credit Rating 
(Continued from page 31) 


formation in round numbers or 
from memory. They want finan- 
cial data in writing and in lan- 
guage they can understand — 
which means in accordance with 
accounting principles that other 


businessmen use and endorse. 

For unsecured loans of $10,000 
or more the tendency in banking 
circles is to require an audit by a 
certified public accountant. Under 
the professional accountant’s code 
of ethics, a banker is assured that 
statements signed by a CPA will 
contain either an unqualified or 
qualified opinion or will disclaim 
an opinion entirely as to the fair- 
ness of your financial statements. 
There can be no burying of facts, 
because if a CPA withholds his 
opinion, he must explain why he 
has done so. 

If an audit is you 
must beware of attempting to re- 
strict the scope of the audit. Bank- 
ers prefer to receive “clean certifi- 
cates,” ones which a CPA has cer- 
tified with no qualifications. In 
many cannot do this un- 


necessary, 


cases he 


less he is permitted to observe in- 
ventories and confirm accounts re- 
ceivable. 

Bankers know that the majority 
of business failures—and bad loan 
risks—are failure to 
keep adequate financial 
and install business-like account- 
ing systems. It eases a creditor's 
mind to know that a CPA will be 
advising the businessman on cost 
controls telling him how to 
avoid unnecessary scrapes with the 
tax collector—another factor which 
bears on your credit standing. 

When a banker analyzes 
financial statements, he 
ing your health. 
are some of the ratios or 
ards which he uses—and 
you can calculate yourself—to de- 
termine your chances of getting a 
bank loan: 

Current ratio — current 
divided by current _ liabilities; 
should usually be at least two-to- 
one, but special circumstances are 
sometimes considered. 

Quick assets to current debt — 
cash, receivables and other 


caused by a 


records 


and 





your 
is assess- 

Here 
stand- 
which 


economic 


assets 


ready 














for more sales 
and more profit: 


SINCE 1907 


EXECUTIVE OFFICE: 3280 Broadway, New York 27, N.Y. 


DISTRICT OFFICES: New York, Boston, St. Louis, Kansas City, Los Angeles, San Francisco 


ART GUILD 
for Tea & seasonal cards 
| ENCORES | 


for smart contemporary cards 


MERRIE CHRISTMAS 
for P.G. Albums 


OF WILLIAMSBURG 


| 


self-adhesive 


FILE FOLDER 


faster, cleaner. 


10 colors plus white. 
8 labels per sheet 
with guide lines 


PLANT: Webster, Mass. 
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AMERICA'S NO. 1 
ART SUPPLY DISTRIBUTOR 


will service you from the coun- 
try’s largest stock of all im- 
portant art supply lines. 


Write for catalogue 
and dealer discounts. 


2 W. 46th ST. 





SELL ART SUPPLIES! § 





ARTHUR BROWN & BRO. INC. § 
NEW YORK 36, N. Y. | 
| 
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LABELS -easier, 





Once used, Avery Self-adhesive 
File Folder Labels are reordered 
regularly with no reselling! Cus- 
| tomers like the way they go on 
at the touch of a finger — they'll 
never go back to messy, sticky 
| moistening of old-fashioned labels. 
YOU'LL LIKE THE ,. 
REPEAT ORDERS! 


Write for AVERY SALES 
data—or ORDER FROM 
YOUR WHOLESALER 
TODAY! 


vse! \Y] 8 VY/REPEAT SELLERS 


MULTIPLY YOUR PROFITS! 


self-adhesive 


‘CORRECTION 
TAPE - no fuss, 


muss, Stains or 
¢ <4 soiled hands 


Available in sheets or rolls 
1/6”, 2/6” and 5/6” widths 


Correcting a fluid duplicator 
master is so clean and easy with 
Avery self-adhesive Correction 
tape that one order follows 
another. The tape is applied over 
the error. Then the correction 
is typed on the tape. 

oe ORDER TODAY! 










/> Avery F-line labels 

' BUILD IMPULSE SALES! 

‘ There are hundreds of 
aS uses for these handy, 

convenient labels at home, store, office or 

factory—for price marking, coding, identifica- 

tion, addressing, and 1001 other uses. Bright 

new packaging—27 popular sizes and shapes 

— in easy-to-use sheet form. ORDER TODAY! 


AVERY LABEL COMPANY, Div. 116 

117 Liberty St., New York 6 © 608 S. Dearborn St., 
Chicago 5 « 1616 S. California Ave., Monrovia, 
California « Offices in Other Principal Cities 


--- for more details circle 168 on last page 
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DESK CALENDARS 
FOR EVERY NEED 


For 1961 
AND EVERY YEAR 


DEFIANCE 


e of desk calendars with models for every 
ce and hom “ “ 


The Calendars 
That Work For You 


Keith Clark, Inc. 


1451 Broadway 
New York 36, N.Y. 


Phone: LA 4-4895 


The Standard of 

the Stationery World 

Defiance Calendar 
Co., Inc. 

1451 Broadway 


New York 36, N. Y. 
Phone: LO 3-2336 
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SHINE... 


prerer EG-U-Cards 


PREFER 


Always Something NEW 
Children’s Educational Games 29c 
Ed-U-Cards Mfg. Corp. 


13-05 44th Ave., Long Island City 





--~- for more details circle 128 on last page 


cash items divided by current 
debt; one-to-one is the rule-of- 
thumb, but this too is flexible. 

Debt to capital — money owed 
to creditors compared to owner's 
money in the business; the lower 
the ratio the better. 

Fixed assets to capital — real 
buildings, fixtures divided 
by net assets; ratio should be kept 
as low 


estate, 


as possible to avoid de- 
pleting working capital. 

Inventory to working capital — 
shows percentage of working capi- 
tal tied up in inventory; abnor- 
mally high ratio may result in 
shortage of liquid working capital 
to meet other expenses. 

A seemingly unnecessary 
of advice to any 
cooperate 


piece 
borrower is to 
with his bank. Yet, 
many applicants will give informa- 
tion grudgingly or throw hurdles 
in the banker’s way. There is no 
reason to withhold information on 
which the bank depends for a de- 
cision on your loan. At best, this 
attitude will only delay your loan; 
at worst, it will lose it altogether. 


March 20-23—Philadelphia Gift Show, 
Hotel Benjamin Franklin. 

April 17—Easter Sunday. 

April 21-22-23—Dist 4, NSOEA meet- 
ing, Golden Gate, Miami Beach, Fla. 

April 29-30—Dist. 5, NSOEA meeting, 
French Lick Sheraton, French Lick, 
Ind. 

May 5-6—Dist. 8, NSOEA meeting, 
Western Hills Lodge, Wagoner, Okla. 

May 5-8—Nat’l. Art Materials Trade 
Assn. 10th annual convention and 
trade show, Edgewater Beach Hotel, 
Chicago. 

May 9-10—Dist 11., NSOEA meeting, 
Davenport Hotel, Spokane, Wash. 

May 13-14—Dist. 12, NSOEA meeting, 
Mapes Hotel, Reno, Nevada. 

May 15-20—New York Stationery Show, 
Hotel New Yorker. 

May 16-17—Dist. 14, NSOEA meeting, 
Miramar Hotel, Santa Barbara, Calif. 

May 16-18 — Annual convention, The 
Stationery and Office Equipment Guild 
of Canada, Royal York Hotel, Toronto. 

May 20-21—Dist. 10, NSOEA meeting, 
Denver Hilton Hotel, Denver, Colo. 

May 22-24—Dist. 6, NSOEA meeting, 
Lake Lawn, Wis. 

May 26-27—Dist. 9, NSOEA meeting, 
Shamrock-Hilton, Houston, Texas. 
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June 5-6-7—Dist. 7, NSOEA me 
Hotel St. Paul, St. Paul, Minn, 

June 5-8 — Convention-exhibit, 
can BBooksellers Assn., Sherman } 
Chicago. 

June 10-11—Dist. 2, NSOEA mee 
Hotel Sagamore, Bolton Landing, 

June 13-14—Dist. 13, NSOEA me 
Hotel Concord, Kiamesha Lake, 

July 10-13—Nat’l Office Machine J 
ers Assn. (NOMDA) conventions 
hibit, Coronado, Calif. 

Sept. 24-28—Nat’l Stationery and Q 
Equipment Assn. (NSOEA) com 
tion-exhibit, Conrad Hilton 
Chicago. 

Oct. 2-8—National Letter Writing Wi 
Oct. 13-16—Fifth annual conver 
East Coast Regional OMDA, 

Hall, Wernersville, Pa. 

Oct. 15-18 — Eastern Commercial 
tionery Show, New York Trade 
Building, New York City. 


CLASSIFIED 
ADVERTISEMEN 


Deadline for classified advertisements is 
fifteenth of the 2nd month _ precedin 
month in which the magazine is issued. Ke 
30c a word. Minimum Order: $6.00. N 
and addresses are to be included in the a 
Initials or sets of figures are to be counted) 
one word. 





HELP WANTED 


Salesman wanted. Liberal commission. All 
ritories open. Complete line of printed forms 
systems, salesbooks, billbooks, one time ¢ 
forms, free catalogs and actual samples. 
Rose Business Forms, 1932 Patterson Ave., 
Thy oes Es 








FOR SALE 
RUBBER STAMPS, same day service. 50% 


discount. Crown line dist. Joseph Treu, 
74 West 38th Street, New York 18 


FAULTLESS 
PENCIL CLIPS 


A modern, three= 
dimensional fold- 
ing display card 
presents 1/4 gross 
of our reliable 
Faultless pencil 
clips accessibly 
and -—— yet 
takes only 314" 
of counter space, 
The card is in col- 
orful blues and 
whites against 
which the _ bril- 
liantly nickel plat- 
ed clips glisten 
and shine drawing 
attention an 
making sales. The 
clips are made 
from steel and 
have a tempered 
steel encircling 
band. 








Also available 
2 pieces on a flat 
card, or 1 gross 
to a box. 


Prompt delivery is assured. 
Write now for information. 


L. D. Van Valkenburg Co. 


Dept. M. 
SERVICE 


HOLYOKE, MASS. 
QUALITY 
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YEA 

Mi 
xhib 
hern 


YEA 
Lanc 
EA 


Writing Wi 
al convents 
YMDA, 


ymmercial 


Sta 
k Trade Sim 


is 

1 preceding 
s issued. RATE 
$6.00. Name 


ed in the 


nmission. All 
printed forms 
one time ca 
ial samples. 
erson Ave., 


modern, three= 
ensional fold- 
g display card 
esents '/4 gross 
our _ reliable 
ultless pencil 
ips accessibly 
d efficiently yet 
kes only 34” 
counter space. 
e card is in col- 
ful blues and 
ites against 
hich the _ bril- 
intly nickel plat- 
clips glisten 
d shine drawing 
tention 
aking sales 
ips are made 
om steel and 


QUALITY 
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Acco Products — Binders, sales aids— 
page 43. 
Addo-x, Inc.—Duplicators — page 36. 


Advanco Products, Inc. — Punchless pa- 
per holders — page 71. 

All-Rite Pen, Inc. — Office pens — 
page 60. 

Alvin & Co., Inc. — Drawing, drafting 
materials — page 78. 


Amplex Corp. — Lighting fixtures — 
page 57. 

Anco Wood Specialities, inc. — Pedestal 
tables — page 80. 

Apex Business Systems—Business forms 
page 83. 


Arrow Fastener Co., Inc. — Stapling 
machines —— page 67. 
Art Guild of Williamsburg, Inc. — 


Greeting cards — page 87. 

B-T Company, Inc. — Postal scales — 
page 82. 

Bausch & Lomb Optical Co. — page 63. 


Bee Paper Co., Inc. — Drafting papers 
— page 50. 
Brown, Arthur, & Bros., Inc. — Art 


supplies — page 87. 

Brush, John D. & Co., Inc. — Safes — 
page 83. 

Burroughs Corp. — Magnifying readers 
— page 68. 


C-Thru Ruler Co. — Transparent meas- 
uring devices — page 82. 

Clark, Keith, Inc. — Desk calendars 
— page 88. 


Colonial Candle Co., Inc. — Typewriter 
ribbon — page 85. 

Columbia Ribbon & Carbon Mfg. Co., 
Inc. — Business machine ribbons — 
page 40. 

Craftint Mfg. Co., The — Artists’ ma- 
terials — 3rd cover. 


Simply circle the num- 
ber of the product or 
service you would like 


know more about, 


and drop this card in 
a convenient mailbox. 
No postage is needed. 
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136 


137 


138 


139 


140 


14 
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142 
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144 


Cramer Posture Chair Co., Inc. — Of- 

fice chairs — page 44. 

Cushman & Denison Mfg. Co. — Key 

filing system — page 62. 

Davenport, A. C., & Son, Inc. — Bul- 

letin boards — page 48. 

Eaton Paper Corp. — Record books — 

page 10. 

Ed-U-Cards Mfg. Corp. — Games — 

page 88. 

Empire Pencil Co. — Pencils — page 

64. 

Eversharp Pen Co. — Ball point pens 

— page 6. 

Faber-Castell, A. W., Pencil Co., Inc. 

— Stick erasers — page 65. 

Galef, J. L., & Son, Inc. — Money 

changers — page 83. 

Gibson Art Co. — Greeting cards, re- 

ordering system — page 3. 

Gibson, C. R., and Co. — Wedding 

books — page 52. 

Globe-Wernicke Co., The — Office ac- 

cessories — page 75. 

Glue-Fast Equipment Co., Inc. — Moist- 

ener — page 56. 

Graff, George B., Co. — Filing signals 

— page 78. 

Greentree Publishers, Inc. — Personal 

Christmas cards — page 58. 

Gulton Industries, Inc. — Rechargeable 

flashlight — page 18. 

Hamilton Cosco, Inc. — Office chairs, 

sales program — page 8. 

Hanson Scale Co. — Postal scale — 

page 55. 

Heines Publishing Co., Inc. — Card 

playing accessories — page 50. 

Heller Roberts Mfg. Corp. — Number- 

ing machines — page 86. 

Heyer Corp., The — Portable printers 

— page 80. 

Name 

MODERN STATIONER ( ) Dealer 

Tell-Me-More Dept. { ) Other 


Business Name 


Please Print or 


Street Address 


tell me more... 


about these 


This page is provided for your convenience. To obtain additional information on new products, trade literature and advertised products in this 
issue, simply circle the corresponding number on the perforated card below, fill in your name, business address and mail the card. 


ADVERTISED PRODUCTS 
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167 


Hookrite Products Corp. — Chair mats 
— page 81. 

Imperial Methods Co. — Filing supplies 
— page 85. 

Ketcham & McDougall, Inc. — Tele- 
phone accessory, key retainers — page 
51. 

Koh-l-Noor Pencil Co., Inc.—Ball point 
pens — page 81. 

Little, George, Management, Inc. 
New York Stationery Show — page 39. 
Melind, Lovis, Co. — Seals — page 41. 


Merriam, G. & C., Co. — Dictionary — 
4th cover. 


Morris, Bert M., Co. — Electric pencil 
sharpener — page 42. 

Mosler Safe Co., The — Insulated files 
— page 61. 

National Cash Register Co., The — 
Adding machines — 2nd cover. 
Norcross, Inc. — New greeting card 
line — page 16. 


Paper-Mate Co,. The—Ball Point pen 
Displays. 

Phillips Publishers, Inc.—Address, date, 
displays — page 84. 

finance books — page 84. 


Redman Co., The — Letter opener — 
page 86. 

Regency Thermographers — Raised 
letter wedding stationery — page 70. 
Regna Cash Registers, Inc. — page 49. 
Reynolds Metals Co., Decorative Foil 
Div. — Gift wraps — page 4. 
Rogersnap Business Forms — Business 
Forms — page 66. 

Royal Register Co. — Register forms 
— page 84. 

Running, Nile, Studio — Greeting cards, 
party accessories — page 65. 

Saginaw Industries Co. — page 83. 


(Continved on next page) 
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Type Information Ciiy..... Zone State 

Advertised Products: 101 102 103 104 105 106 107 #108 #109 #110 #%W112 «+1592 «Ti 
114 #115 4116 +4117 «2118 «+19 «+120 «121 122 123 124 125 126 127 128 12 
130 131 132 133 134 #4135 #4136 #137 #138 #+%4139 140 141 #142 #143 «#4144 «+14 
146 147 148 149 150 151 152 153 154 155 156 157 158 159 160 16 
162 163 164 165 166 167 168 169 170 171 172 #173 «#4174 «4175 «#4176 17 
178 179 180 181 182 183 184 185 186 187 188 

New Products: 1 2 3 4 5 6 7 8 9 10 11 12 13 14 15 16 17 «71 
19 20 21 22 23 24 25 26 27 28 29 30 31 32 33 34 #35 36 37 3 
39 40 41 42 43 44 45 46 47 48 49 50 51 52 53 54 55 56 57 § 
59 60 61 62 63 


tell me more... 


about these 


This page is provided for your convenience. To obtain additional infor mation on new products, trade literature and advertised products in 
issue, simply circle the corresponding number on the perforated card below, fill in your name, business address and mail the card. 


ADVERTISED PRODUCTS 


168 


181 
182 
183 
184 
185 
186 


187 
188 


(Continued from other side) 


Schwab Safe Co., Inc. — Safes — page 
38. 

Scripto, Inc. — Ball point pens — page 
66. 

Seneca Novelty Co., inc. — Rulers — 
page 58. 

Tegre Sales Co., Inc. — Marking de- 
vices — page 47. 

Tiffany Stand Co. — Office machine 
stands — page 56 

Tuttle Press Co. — Gift wraps, party 
accessories —- page 74. 

Van Valkenburg, L. D., Co. — Pencil 
clips — page 88. 

Vogel-Peterson Co. — Costumer — 
page 86. 

Warshaw Mfg. Co., Inc., The — Filing 
supplies — page 72. 

Weber, F., Co. — Oil colors — page 
38. 

Weis Mfg. Co., The — Steel files, trays 
— page 51. 

World Publishing Co., The — Dictionary 
— page 73. 

Yawman & Erbe Mfg. Co., Inc. — Files 
— page 35. 

K & C Metal Products — Office equip- 
ment — page 15. 

Waterman — Bic Pen Corp. — page 
13. 

Victor Safe Co., Div. of Remington Rand 
—Safes — page 77. 

Avery Label Co. — Labels, correction 
tape — page 87. 

United Stationers — Supply Co. — 
page 59. 

Kingsley Machine Co. — Monogram- 
ming machine — page 54. 

Meilink Steel Safe — page 76. 
Brownville Paper Co. — page 79. 


Yours For The Asking 


A Standard Forms Catalog 


OVOnNOUSWNH — 


AD AD ce ed ee od et ny et 
“OOOMnOuUeaWN— 


Filing Supplies Catalog 
Drafting Guide 

Partition Catalog 
Promotional Steel Furniture 
Chair Bulletin 

Addressing Equipment Catalog 
Desk Catalog 

Office Machine Accessories 
Color Pencil Techniques 
Carbon and Ribbon Catalog 
Advice on Store Signs 

Sales Training Booklet 
Waste Basket Line 

Tips on Business Records 
Ballpoint Catalog 

Furniture Catalog 

Furniture Reference Guide 
Indexing Products Catalog 
Bookcase Literature 


New Products 


Fire-retardant Personal File 
Student Paper Punch 
Electric Typewriter 
Modular Desk Group 

Desk Set 

Desk Stapler 

Personal Postage Scale 
Type Cleaner 

Space-saving Files 
Copying Sheet 

Christmas Card Line 
Fire-extinguishing Waste Receptacle 
Aluminum Clip Board 

Desk Clock 

Wash-off Marker 

Folding Machines 

Easter Greetings 

Roll File 

Transparent-Front Binder 
Pen Demonstration Display 
Schedule Board 

Pencil Counter Merchandise 
Copy Machine Base 
Multi-use Copier 

School Filler Paper 


Bali Pen Merchandiser 
Polyethylene Sheet Holders 
Steel Bookcases 

Two-color Ball Pens 

Pen Merchandiser 
Desk-top Message Center 
Photo Album for Grandmothers 
Redesigned Pencil Packages 
Special Card Deal 

Posting Cash Register 

Gift Wrap Carrying Bag 
Coin Counter 

Note Paper Merchandiser 
Film Pencil Line 

Improved Drafting Pen 
Transparent Shelf-Stripping 
Roll-on Adhesive 

Dual Feed Duplicator 

High Speed Mimeograph 
Letter Sets 

Transcribing Unit 
Decorating Stencils 

Folding Display Table 
Luminous Greeting Cards 
Student Pen 

Portable Posting Stand 
Telephone Holders 
Literature Rack 

Addressing Machine 
Duplicator Paste Ink 

Utility Ballpoint 

Electric Staplers 

Game Chests 

Self Stick Badges 

Collator 

Matte Surface Tape 

Sign Frames 

Retractable Knife 

“Shock Absorber" Ball Pen 
Lightweight Offset Paper 
Marking Device 

Smoking Accessories 

Mail Inserter 

Lightweight Shelving 
Coffee Break Timer 
Combination Mailer 
Feminine Ball Pens 
Caster Line 


Postage 

Will be Paid eee 
” If Mailed in the 

a United States 
To obtain additional 
information on new 
products, literature or 
advertised products 
described in this issue 
use this card, which is 
provided for your con- 
venience. 








BUSINESS REPLY CARD 


FIRST CLASS PERMIT NO. 665. SEC. 34.9. P.L.&@R.. DULUTH, MINN 
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Crattint 





ARTISTS’ MATERIALS 

















Proven the WORLD’S FINEST! 


USE a dependable single source for the finest artists’ materials in the world... for a broad Craftint 
line of Show Card Colors + Artists’ Oil Colors * Artists’ Water Colors + Artists’ Specialties and Staples 
« School Supplies - Brushes + “‘Scrink’’ Screen Process Inks + Flat and Gloss Screen Process Colors 
- Bulletin Colors * Japan Colors + Strathmore Papers and Pads « Craftint Papers and Pads - Shading 
Mediums + Drawing Inks * PLUS Hobby and Crafts Supplies and many other top-level products. 


CRAFTINT 
“KLEEN-STIK” RUBBER CEMENT 


Exactly what the name implies... IT’S CLEAN ...IT 
STICKS! For perfection and ease in mounting and past- 
ing. ““Kleen-Stik” is the constant choice of professionals. 
Perfect for office, studio, school or home use! It lays right 
and sticks tight! It peels cleanly from all surfaces when 
desired. The finest genuine rubber cement on the market, 
“Kleen-Stik” is made of pure, pale, crepe rubber. Will 


not stain or smear ink and will not wrinkle the thinnest 








of tissues. 





Available in 4-ounce Desk Bottle (Brush 


* 
] THE Craftint MANUFACTURING CO. 
in Cap), pints, quarts and gallons. 


NEW YORK e CLEVELAND e CHICAGO 
at your favorite art supply store, or write... Main Office: 1615 Collamer Ave., Cleveland 10, 0 





--- for more details circle 123 on last page 








All these magazines will say 


“GIVE THIS MERRIAM-WEBSTE 
FOR GRADUATION!” 


iy 
JOHN P. MARQUAD 


Afternoon at Moro 


ROOTS OF THE SCHOOL DILEMMA 
Wheies ty Catton fademan George Fersh 
os emer et et fechege 


Only Merriam is running such a terrific campaign _in college, or starting in that important first je 
to sell your customers on the idea of giving a dic- Build a prominent display of Webster's 
tionary at this important gift season. Collegiate Dictionary in its bright-red jacket 
And only Merriam-Webster quality will provide remind your customers of this ideal graduation g 
all the information a student will need in high school, G. & C. Merriam Co., Springfield 2, Massachuset 


CONCENTRATE ON 


MERRIAM WEnSTS 


AND DISCOVER THE DIFFERENCE IN PROFITS 


- for more details circle 151 on last page 
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